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Twenty Fraukbinites 
qualified hor the 
Willion Dollar 
Round Table 

in (954! 





Of 118 Companies in the most recent 
official listing, only 16 had a greater 
number of MDRT qualifiers than the 
Franklin Life. (There are nearly 800 Legal 
Reserve Life Insurance Companies in 


America.) 


An agent cannot long travel at a faster gait than the company he represents. 


=>, Lhe Friendly 
AIRANKILIN LIFE S225" 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over a Billion Six Hundred Million Dollars of Insurance in Force 
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THERE WILL BE 6,000 AMBITIOUS LIFE UNDERWRITERS ENROLLING FOR C.L.U. CLASSES THIS FALL. 


WILL YOU BE ONE OF THEM? 


Over 3,750 of your fellow underwriters now proudly hold the coveted C.L.U. designation. 
Most are working full time as life underwriters, making a career of selling and servicing life 
insurance. They have gained the confidence and poise of recognized professional men. 








in 1952, a Silver 
Anniversary Survey 
was made by the 
Chartered Life Un- 
derwriters. Let's 
look at some suc- 
cess facts. 


The five parts of the 
C.L.U. studies will help 
you obfain a broader 
knowledge and 
deeper understanding 
of life underwriting. 
Check any one or 
more of the courses 
which you think might 
be helpful to you. 





° 
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94% have made life insurance their lifetime career. 


3 out of 4 have remained with the same company since getting their desig- 
nation. 


The median production of the C.L.U. ordinary underwriter in 1951 was 
$400,000 of ordinary insurance. 11% sold more than $1,000,000. 


While preparing for C.L.U. exams, most C.L.U.’s increased their incomes. 
They attributed these increases to their studies. 


From the sales of life insurance alone, the median income of the C.L.U. was 
$9,500 in 1951. 


As a group: 4%, earned more than $34,000 


8%, “ “a ‘6 26,000 
18% “ “18,000 
46%, 6o cs eo 10,000 


New York Life Insurance Company fully supports the American College of Life Underwriters 
and encourages its field representatives and employees to study the C.L.U. courses. In fact, 
almost 300 NYLIC agents, emplayees and officers are C.L.U.’s and 450 more took examinations 
this year. 


OoOoaddada 





Life Insurance Fundamentals. 

Economics, Government and Social Problems. 

Business Law, Wills, Trusts and Estates, Taxation and Business Insurance. 
Finance, including Investments, Corporation Finance, Banking and Creclit. 


Comprehensive Life Underwriting — a summary of life underwriting prcie- 
tice fitted into the practical pattern everyday life insurance problems, both 
personal and business. (This is the last examination to be taken.) 


If you want information on enrollment for this year, contact the President of the nearest 
C.L.U. chapter or some C.L.U. in your community; call your local Life Underwriters’ 
Association, or write to the American College of Life Underwriters, 3924 Walnut Street, 
Philadelphia 4, Pennsylvania. 


NEW YORK LIFE INSURANCE COMPANY 


51 Madison Avenue, New York 10, New York 
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XUM 


fede Cures Unfair 
Tax on Posthumous 
(ommissions 


Brunstrom Tells How 
New Tax Law Eases 
Problem of Agents 


A section of the new internal reve- 
nue code of special interest to life 
agents was discus- 
sed by Irving V. 
Brunstrom, assist- 
ant general coun- 
sel of American 
Life Convention, 
in a paper pre- 
sented at the in- 
surance section 





meeting of the 
American Bar 
Assn. 





The new code 
specifies - that re- 
newal commissions 
sill payable on the death of the widow 
of a life agent (or of anyone else in 
like circumstances) are to be subject 
to income tax as they are paid and are 
not to be commuted and regarded as 
ordinary income in the year of the 
widow’s death. 


Mr. Brunstrom recalled that in the 

Enright case the U. S. Supreme Court 
decided that the interest of a deceased 
law partner in uncollected fees for 
unfinished work was accruable and 
subject to tax in the final income tax 
teturn of the decedent. To remedy the 
harsh effect of this decision the 1942 
revenue act included section 126 as 
arelief measure but unfortunately sec- 
tion 126(a) (2) was subject to the pos- 
sible interpretation that if a life agent, 
or anyone else similarly situated, be- 
queathed his renewal commissions out- 
tight to his wife, then, upon the wife’s 
‘| death, the fair market value of the 
commissions still payable would be 
subject to income as ordinary income 
in the wife’s final income tax return. 
The same result might occur if the 
wife made a gift of the renewal com- 
missions during her lifetime. 
In the new law, section 691(a), cor- 
responding to old section 126(a), has 
amended the old provisions to over- 
come the hardship which would be 
caused by the pyramiding of income 
ina decedent’s final return not only 
In the case of the original decedent 
(the agent) but also in cases involving 
successive decedents. The intent of the 
amended section is to consider the re- 
newal commissions an item of gross 
income in respect of the deceased wid- 
ow of the agent and provides that the 
Tecipient after her death had acquired 
the amount in the transaction in which 
| the right to receive the income was 
onginally described. 

‘In other words,” said Mr. Bruns- 

“the person taking after the 
death of the agent’s widow will pay 
Mcome tax on the commissions only 
& received, instead of having their 
fair market value taxed as a lump sum 
(CONTINUED ON PAGE 20) 


Ining Brunstrom 





Luke Kavanaugh 
to Retire as Colorado 
Commissioner Oct. I 


Luke J. Kavanaugh, Colorado com- 
missioner since 1939, has announced 
he is retiring Oct. 1. 

Mr. Kavanaugh was a controversial 
public figure in Colorado, particularly 
during the early days of his career. He 
had served as deputy attorney-general 
in Colorado from 1937 until his ap- 
pointment by the attorney-general in 
1939 as commissioner. At that time the 
governor voted against his appoint- 
ment, maintaining the naming of com- 
missioner was in his province. The 
governor made a different appointment 
but this did not stick. 

Mr. Kavanaugh’s predecessor, Jack- 
son Cochrane, resigned after an order 
was issued for his removal because of 
incompetency. The order was issued 
after a mutual company was allowed 
to continue Colorado operations, 
though unable to pay claims. 

There is a_ similar situation in 
Colorado today involving Pioneer Mu- 
tual Compensation of New Mexico. 
Pioneer’s Colorado license was re- 
newed by the Colorado department 
more than a year ago despite a finan- 
cial statement showing it was more 
than $300,000 in the red. After the 
company’s collapse, a suit was brought 
against Mr. Kavanaugh, but this was 
not carried through. 

Mr. Kavanaugh was an outspoken 
commissioner, often making public 
statements on various phases of the 
business. He attended Brown Univer- 
sity and the Boston and Denver Uni- 
versity law schools. 

Gov. Thornton said the commissioner 
wished to retire a year ago. He added 
the “department has been very well 
thought of for the past 15 years,” and 
that his office “had very splendid co- 
operation from Kavanaugh.” 

Mr. Kavanaugh, after a short news- 
paper career, practiced law in Denver 
for 30 years, mostly as a trial lawyer. 
At one time he was prosecuting attor- 
ney in the first district which com- 
prises six counties directly outside 
Denver. From 1934 to 1937 he was a 
special assistant to the U. S. attorney 
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Justin McCarthy 
Named Director 


in Illinois 

Justin T. McCarthy, Chicago real es- 
tate and investment broker, has been 
named director of the Illinois depart- 
ment. He succeeds Robert E. Barrett 
who died unexpectedly last June. Since 
then Laddie T. Pelnar, the assistant 
director, has headed the department. 

Mr. McCarthy, 53, has been in the 
real estate and investment business in 
Chicago since 1926, with offices at 100 
North La Salle street. From 1943 to 
1953 he was chief real estate appraiser 
for inheritance tax purposes in the of- 
fice of the Illinois attorney general, 
serving for six of those years under 
George F. Barrett, a brother of the 
late director. 

From 1946 until recently he was a 
director of Prudence Life, a company 
in which the Barrett family has an in- 
terest. 

Mr. McCarthy’s appointment has 
been expected for some time. Recently 
William W. Downey, an administra- 
tive assistant to Gov. Stratton, was 
quoted as saying, “No matter who is 
director, the insurance department will 
be run by the governor.” 

The new director is a 1923 law grad- 
uate of DePaul University. His salary 
will be $12,000. He and Mrs. McCarthy 
have five children. 

In a statement Mr. McCarthy said he 
is accepting the appointment at a “‘con- 
siderable personal financial sacrifice.” 
He said he considers the job to be both 
a challenge and an outstanding oppor- 
tunity for service, and “intends to fol- 
low exactly, in the direction of this de- 
partment, the policies of Gov. Stratton 
and the late Mr. Barrett.” 

He said he anticipates no changes in 
personnel and said department activi- 
ties will be an open record to both 
press and public. 

“Protection of the public’s interest 
and of policyholders shall be our para- 
mount concern,” Mr. McCarthy said. 
He added the department also will look 
with “sympathy and understanding” on 
the problems of the insurance business. 








general, trying and settling war risk 
insurance claims arising out of World 
War I, in six western states. 





Late News 





Bulletins... 








Ralph Lounsbury to Address LAA Convention 


Ralph R. Lounsbury, president of Bankers National Life and also of Amer- 
ican Life Convention, has been added as a speaker for the annual convention 
of Life Advertisers Assn. Sept. 27-29 at the Sheraton-Gibson hotel, Cincinnati. 
Mr. Lounsbury will address the opening session on “Significant Sights to See.” 


ALC General Session Speakers Announced 


General sessions speakers for the annual meeting of American Life Conven- 
tion at Chicago Oct. 5-8 have been announced. 

Appearing Wednesday will be Commissioner Knowlton of New Hampshire 
and R. M. Sale, president of Ford Motor Co. of Canada, a director of Great- 
West Life. On Thursday talks will be made by Edmund Fitzgerald, president 
of Northwestern Mutual Life; Mrs. Oveta Culp Hobby, Department of Health, 
Education and Welfare Secretary, and John J. McClay, chairman of Chase 


National Bank, New York City. 


ALC president, Ralph R. Lounsbury, president of Bankers National Life, 
(CONTINUED ON PAGE 20) 
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Program Announced 
for General Agents 
& Managers Meeting 


President Clark of Hancock 
to Address Luncheon; New 
Plan for Concurrent Panels 


Paul F. Clark, president of John 
Hancock, will discuss “The New Look 
in Selling” at the luncheon session 
Sept. 21 of the General Agents & Man- 
agers Conference of National Assn. of 
Life Underwriters at Boston during the 
NALU annual meeting. 

The afternoon session will open with 
the presentation of awards for best 
articles in Manager’s Magazine and 
District Management . magazine by 
Lewis W. S. Chapman, director of 
company relations of the LIAMA, 
which sponsors the awards annually. 

Speakers will be Coy G. Eklund, 
manager Equitable Society, Detroit, 
on “Functionalizing an Agency”; Ben 
F. Hadley, vice-president Columbus 
Mutual Life, “Activating the Average 
Agent”; and John W. Yates, general 
agent Massachusetts Mutual, Los Ang- 
eles, “It Takes a Little More.” 

Ray Wertz, Lincoln National Life, 
Detroit, GAMC chairman, will preside 
at the luncheon and later at the busi- 
ness meeting. M. L. Camps, John Han- 
cock, New York City, will preside at 
the program session. He is vice-chair- 
man of GAMC and heads the program 
committee. The luncheon will be at 
the Hotel Statler. The GAMC busi- 
ness meeting and afternoon program 


-session will be at the John Hancock 


home office. : 

An innovation in panel meetings will 
be introduced during the GAMC eve- 
ning program. Two separate concur- 
rent panel discussions will take place 
—one for heads of ordinary agencies, 
the other for combination agency lead- 
ers. Each moderator will set the stage 
for his group by citing a vital problem 
relative to his work and each of the 
four agency heads on the panel will 
describe in five minutes one method 
by which he has successfully over- 
come the problem. Following a ques- 
tion and answer period each modera- 
tor will summarize the points set forth 
by his panel group. 

The panel for ordinary agency men 
will discuss “Establishing and Devel- 
oping Men After Their First Year.’ 
Panel members include Moderator 
Charles J. Zimmerman, managing di- 
rector of LIAMA; Hugh S. Bell, Equit- 
able of Iowa, Seattle, on “Stimulating 
and Motivating New Men”; Harry L. 
Hamilton, Home Life of New York, 
Louisville, “Training the Man for a 
New and Higher Level Market”; Da- 
vid Marks, Jr., New England Mutual, 
New York City, “Continued Training 
After the First Year”; and Earl M. 
Schwemm, Great-West Life, Chicago, 
“Actual Close Cooperation.” 

The subject for the combination pa- 
nel is “Producing Successful First 
Year Agents.” Panel members will be 
Moderator Karl H. Kreder, 3rd vice- 

(CONTINUED ON PAGE 20) 
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Specific Techniques Help Managers 
in Obtaining Trade-Press Publicity 


By JOHN L. LOBINGIER, JR. 


This article was written by John L. 
Lobingier, Jr., LLAMA director of pub- 
lic relations, as a supplement to the 
September issue of LIAMA’s Manager’s 
Handbook. It contains so many usable 
ideas on obtaining publicity in the 
trade press that it is presented here for 
the benefit of those who do not receive 
the Manager’s Handbook. 

Did you ever wonder why some 
managers get good trade paper publici- 
ty for themselves 
and their organi- 
zations—w hile 
others get little 
publicity or none 
at all? 

The distinction 
is not because of 
any wish to dis- 
criminate on the 
part of editors. Ra- 
ther, it is because 
(1) some manag- 
ers are always on 
the lookout for the 
kind of information in which the main 
body of readers will be interested and 
(2) they take the trouble to send this 
news to insurance publications. 

It is a fact of life that no insurance 
paper has all the staff it could use. 
Consequently, each paper depends to 
a great extent upon interesting mater- 
ial that is contributed, usually by those 
who are involved in the news they 
send in. Thus managers who are suc- 
cessful with their trade press publicity 





John L. Lobingier, Jr. 
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sent in but it must contain full infor- 
mation about a subject of interest to 
the majority of readers. 

By appreciating this situation and by 
contributing the type of material edi- 
tors seek, life insurance men help to 
build a _ strong, vigorous insurance 
press. This way each agency head will 
find ample opportunity to place in the 
press legitimate news about his agency. 

“Trade press” is the popular term 
for the more than 50 commercial pub- 
lications in the United States and Ca- 
nada which devote space to life insur- 
ance. Some circulate nationally, even 
internationally. Others are regional or 
local. Each has its own editorial pol- 
icy; each its own publication objec- 
tives. 

Agency heads should be familiar 
with the major national publications 
plus those covering their community 
or region of the country. When releas- 
ing agency news, it is worth remem- 
bering that items unacceptable to na- 
tional publications may be welcomed 
by a regional or local paper. 

While most trade papers accept both 
news items and feature articles, each 
customarily emphasizes one or the 
other. When you learn the character- 
istics of a publication and then slant 
your material accordingly, your 
chances of getting into print are good. 

No less authority than a leading in- 
surance editor said recently: “It is 
easier to obtain publicity in the insur- 
ance press than most general agents 
realize.” He suggests that many have 


‘never tried to get publicity. Others 


New Benefits Added 
To Agents’ Program 


Atlantic Life has just broadened its Con- 
tributory Insurance Plan for members of its 
agency force. This is in keeping with the 
company’s aim to provide liberal com- 
pensation and sound benefits for those who 
work with Atlantic Life. 


Under the extended program the benefits 
of accident and sickness, hospital and 
surgical coverages are provided. In addi- 
tion, a maximum of $10,000 of group life 
may be obtained. 


Here is one more reason why Atlantic can 
claim a record of continuing progress. 


INSURANCE COMPANY 
HOME OFFICE: Richmond, Virginia 


have become discouraged after once 
sending something an editor rejected. 

Saying this, the spokesman hastens 
to add that it is not greater quantity 
of news releases that is desired—but 
greater quality. His colleagues second 
the motion. The editor of a nation- 
wide publication comments: “Since 
space is usually at a premium and we 
cannot concentrate on one city or re- 
gion, I don’t think we can use a great 
deal more agency news than we do 
now.” 

So what is the answer for the agency 
head who would step up his linage in 
the trade press? It is to find out what 
kind of items editors want—then con- 
centrate on these items. When con- 
tributions are timely and newsworthy, 
they will make the grade. Suggestions 
as to what editors want—and don’t 
want—are found in the balance of 
this supplement. 

Some agencies release their own 
news direct to the trade papers. Others, 
according to company dictates, suggest 
items to the home office for release 
at that level. In either case the initia- 
tive should lie with the agency head. 

Try this test on your next release 
to the trade press to determine wheth- 
er or not it is worth sending: 

“Would I be interested in reading 
this sort of news if it were about 
an agency of another company in an- 
other city and I didn’t happen to know 
the general agent personally? 

Most editors concur in this proposi- 
tion: “We are always looking for good 
material about how somebody solved 
a problem of a kind that is fairly com- 
mon. This would mean that a lot of 
other general agents and agents face 
the same problem and are interested in 
his solution. For example, right now 
when costs of running agencies are 
putting the pinch on nearly everybody, 
any cost-cutting procedure or device, 
if told in a specific way, would be a 
sure space-getter in our paper. Then, 
we are always on the look out for good 
material om how an agent is doing a 
successful selling job.” 

Editors also seem to agree that a 
good subject for news releases is the 
extra-curricular activity of the man- 
ager or his agents. A caution: Most 
papers will not print an item about one 
man’s election as officer of a local in- 
surance group unless the full slate of 
officers is included. 

On a man’s election with a non-in- 
surance organization the local or re- 
gional publication will probably be 
more interested in the story than the 
national papers. 

One manager who has had consider- 
able success with his trade paper pub- 
licity offers this suggestion: “A good 
way to score in the insurance papers 
is to build your release not only 
around a member of the agency, but 
also tie it up with some local situation 
that has current insurance news in- 
terest. For example, there may be a 
rebating situation popping up, or a 
local ruckus over a bank-loan sales 
campaign. Here are situations of news 
interest and maybe all the general 
agent does is denounce this sort of 
thing. But because he ties himself up 
with a newsworthy situation, he will 
have little trouble getting himself men- 
tioned in the story which the editor is 
usually glad to have.” 

Someone has said a picture is worth 
1,000 words. Yet because it costs mon- 
ey make a picture into a cut for print- 
ing, editors are sometimes as reluctant 
to use a picture as they are to report 
your story in 1,000 words. 


From the contributor’s standpoint, ts 


(CONTINUED ON PAGE 19) 


Hemispheric Meet _ 
Did Much to Forge 
Insurance Ties 


NEW YORK—Despite curtailment 0 
proceedings on account of the suici 
of President Vargas, the hemispherj 
insurance conference at Rio de Janeird 
accomplished much in promoting elgg. 
er insurance ties in the Americas, ac. 
cording to President Holgar J. Johnson 
of the Institute of Life Insurance who 
returned early this week by plane 
from Brazil. 

Mr. Johnson felt that much progres; 
was made toward promoting the idea) 
of free enterprise in insurance, ang 
freedom of action and interchange of 
information among western hemis. 
phere insurers. 





The next conference will be in Bue. 
nos Aires in 1956. 

Mr. Johnson said the last two days of 
the conference, planned as almost en- 
tirely social, were eliminated follow. 
ing President Vargas’ suicide, but this 
curtailment of the program was en. 
tirely out of respect to the Brazilian 
president and not because of any re- 
straints or dangers that the conferees 
were subjected to. While there was a 
general atmosphere of tension in Rio 
and groups of any size on the streets 
were dispersed by soldiers, Mr. John- 
son said there was no feeling on the 
part of Americans or others attend- 
ing the conference that they were in 
any personal danger. 


Life Stocks Register 


Small Gains in Aug. 


Of the 19 most actively traded life 
company stocks for which figures are 
compiled by Shelby Cullom Davis & 
Co., New York City insurance stock 
and municipal bond specialists, 12 
showed increases and five small de- 
clines in asked prices. Below are the 
bid and asked prices as of Sept. 1, to- 
gether with the changes in “asked” 
price since Aug. 4, the latest date for 
which THE NATIONAL UNDERWRITE 
printed these stock figures. 


Asked 
Bid Asked Change: 
139 
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ye enn eons 141 —134 
CONTIN ia hik sass nccsccscosececses 87 99 —1 
Columbian Nat. . 93 95 3 
Conn. General ..... 372 none offered 
Continental Assur. 165 170 4 
Franklin _........00 79 80% 4 
Great Southern .. 70 none offered 
CORRES CTI nncsccnscsscscorccecsesces 29% 29% — 
Jefferson Std. ..cccccsoe 89 91 14 
Kansas City Life .. 935 950 2 
Life & Casualty 32 32% 2% 
Life of Virginia 9812 99% 2 
Lincoln Nat. ... 314 318 —2 
Monumental] ......... . 9 80 0 
National L. & A. css 73% 14% 2 
Northwestern Nat. 60 62 1 
Southland Life ...... 162 16 
Southwestern Life 132 3 

1465 —55 





Travelers 


Pacific Mutual Names Ripley 


San Diego General Agent 


Chapin R. Ripley, supevisor at Les 
Angeles of Pacific Mutual Life, has 
been advanced to general agent at Saa 
Diego, succeeding Richard B. Wesge- 
forth, who will manage the group of 
fice there. 

Mr. Ripley joined Pacific Mutual a 
an agent in 1951. 


Schottland Heads Social Securily | 
Charles I. Schottland has been sworn 
in as commissioner of yy 
succeeding John W. Tramberg. = 

Schottland was formerly director 
the California department of social 
welfare and, at the time of his appoilt- 
ment by President Eisenhower, Ww 
lage 


chairman of the national 





public assistance and welfare 
trators. 
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QUALIFIERS SET RECORD 





Conn. Mutual Leaders Get Workable Market Tips 
on Business Insurance, Middle-Income Buyers 


A record number of Connecticut Mu- 
tual agents, 129, attended the Leaders’ 
pound Table conference held at the 
Greenbrier, White Sulphur Springs. 

E. A. Starr, superintendent of agen- 
cies and head of the advanced sales di- 
yision, was chairman. He stated that 
the round table members had account- 
ed for $88,818,000 of the company’s 
yolume during the 12 months ended 
June 30, an average of $700,000 per 


an. 
"Geared to the needs of men largely 
engaged in the field of advanced sales, 
the program included talks and dis- 
cussions on estate planning, business 
insurance and pensions. Of special in- 
terest and timeliness was the round 
table discussion covering the revenue 


"act of 1954. 


At the president’s dinner President 
Peter M. Fraser honored the 12 lead- 
ing agents. Robert H. Goldsmith, Bates 
agency, Los Angeles, led the company 
in production during the 12-month 
qualification period, with paid-for 
sales in Connecticut Mutual of $3,212,- 
000. Runner-up was Isadore Dretzin, 
Josephson agency, New York City. The 
other agents honored by Mr. Fraser, 
all of whom had produced over §$1,- 
000,000 of new business during the 12 
months were Edward T. Kirtz, Cleve- 
land; Russell C. Whitney, Chicago 
(Hunken agency); Jerome Adler, New 
York (Josephson agency); Barney 
Nuel, Los Angeles (Jones agency); 
Donald C. Newton, Syracuse; Ber- 
nad H. Zais, Rutland; Richard B. 
Hardy, Toledo; Reginald H. MacMinn, 





CLM. 


spells 
sales 
success 





as demonstrated by one of 
Fitna Life's leading leaders, 


H. Cochran Fisher, C.L.U., 


Washington, D. C. 
« 


€ 

A a 25-year holder of the 
C.L.U. designation I can safely 
say that it has brought satis- 
faction and increased earnings due 
to the training I received and the 
confidence which my clients have 
in the designation. 

Along this 25-year route it has 
been interesting to me to watch 
the holders of C.L.U. forge to the 
top. Of course, there are many 
non-C.L.U.’s who make a success 
in life underwriting, but I expect 
the designation once attained 
makes success easier.99 


H. Cochran Fisher, C.L.U. 
tna Life Insurance Company 
Washington, D. C. 


Conn. 

















Boston (Cobb agency); Fred Brand, 
Jr., Pittsburgh; and J. Robert Wil- 
helm, Philadelphia (Maffett agency). 

The meeting was closed by George 
F. B. Smith, executive vice-president. 
The 1955 meeting of the Leaders 
Round Table will be held at the Hol- 
lywood Beach hotel, Florida. Plans 
have been made to hold the 1956 meet- 
ing in the new Hotel Statler which is 
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: We’re out 





‘When we were married, Clyde was a driver on a furniture truck. His job was se- \ 
cure, but Clyde was sure that, as a truckdriver, he would never be able to provide for 
our security and that of our children in the way he would like. In our case, ‘security’ 
meant lack of opportunity. Yet the very safety of Clyde’s job made us hesitate to change 


of our 


‘security 


soon to be completed in Hartford. 

W. Gibbs McKenney, Jr., Baltimore 
attorney specializing in federal taxa- 
tion, estate planning and business law 
said: “It can be safely said that busi- 
ness men probably have a greater need 
for sound and practical estate plans 
than any other group in the country. 
In developing an estate plan for a 
business man, an important point to 
bear in mind is that every problem 
differs in scope, detail and emphasis. 
It is certainly self evident that each 
estate plan should stand on its own 
feet and that stereotyped thinking and 
planning can only lead to unfortunate 


says Mrs. Clyde Greco 
Greensburg, Pennsylvania 


to life insurance sales as a full-time occupation. 


“At that time we had three small children and were expecting a fourth. We knew 
we had to make up our minds. The announcement of what Clyde planned to do came 


suddenly. One day he returned home from work with a grin on his face. 


***Well, Helen,’ he said,‘some day I’ll tell the kids how I used to drive a furniture truck!’ 


**Since then our future has grown brighter and brighter. 


‘*‘What’s Clyde doing today? Selling life insurance for Minnesota Mutual. He goes to 
college, too, as he’s always wanted to. Once he’s finished his education, he’ll be able to do 
even a finer job as a life insurance man. 


“The benefits we’re enjoying through Clyde’s association with Minnesota Mutual 
have changed our lives in many ways. Clyde’s increased income has helped to pay the 
expenses of a family of six. In addition, we’ve started funds for the education of the 
children. We have protection through the company’s group insurance plan, as well as the 


start of a nest-egg for our retirement. 


“Our association with Minnesota Mutual has been most pleasant, with Clyde satis- 
fied that his efforts have really been rewarded. We’ve had good times, been able to buy 
good things, and have met many nice members of the Minnesota Mutual ‘family.’ 


**Yes, we’re proud of the momentous decision Clyde made in 1953. And we’re pleased 


with the way Minnesota Mutual is making our dreams come true.” 


Clyde C. Greco joined Minnesota Mutual on a part-time contract in 1952, became a 
full-time agent in 1953. He wrote $830,880 in life insurance sales last year and 
qualified among the “President's Dozen"’ of 1953 leading salesmen. He is currently 
@ member of the company’s “App-A-Week" club for selling one or more policies 
each week, and of the "50 Club” for producing over $50,000 in new business per 
month. Mr. Greco's brief but brilliant sales record points to the making of another 


"Success Story"--his own. 





results and loss of security to family 
members. 

“The legal ramifications of any es- 
tate plan—and especially. one for a 
business man—are far-reaching in ef- 
fect, and they require accurate inter- 
pretation and application of both local 
law and federal tax law. In attempting 
to formulate a practicable, feasible and 
flexible plan for the sale or retention 
of a business interest and for the pro- 
tection of both the assets and depend- 
ents, it is usually necessary to pool the 
objective thinking and experience of 
the attorney, trust officer and life un- 

(CONTINUED ON PAGE 16) 
























Ti. letter, written by 
the wife of a Minnesota 
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study courses will soon be or- 
ganized in many cities and towns. 


The Company recommends thatits —kevew For 
associates enroll and participate  GNpeawnre 


UNDERWRITERS 
actively in such local study courses. “ 

The Company is proud of its 48 field 
and home office associates who have 
qualified for the CLU designation, and 
of its many representatives now com- 
pleting CLU studies. The Company has 
long endorsed and supported the CLU 
movement. It contributes to the Coop- 
erative Fund and includes CLU studies as 
an integral part of its training program. 
It presents engraved CLU keys to grad- 
uating candidates and pays their ex- 
penses to attend conferment exercises. 


QUITABLE LIFE 


E77] INSURANCE > OF IOWA 





FOUNDED IN 18667 
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New 
Efficient management plus carefully chosen 
and trained personnel have combined to main- 
tain the sound and consistent growth of Cen- 
tral Life over the last 58 years. 

As a result, one of the most modern office 
buildings in the midwest is now under con- 


struction and will soon house the company 
which has established this enviable record. 


“Where QUALITY is the Keynote” 


Central Life offers ambitious 
Life Underwriters and General 
Agency minded men... 


A STRONG COMPANY 
GENEROUS COMPENSATION 
EFFECTIVE TRAINING 
EXCELLENT TERRITORY 





CENTRAL LIFE ASSURANCE COMPANY ® Des Moines 6, lowa 








: Gilbert Elected Head 


of Wis. A & H Assn. 
at lst State Rally 


MILWAUKEE—With registration of 
467, the first statewide sales congress 
of Wisconsin Assn. of A and H Under- 
writers at Milwaukee was one of the 
largest ever held by an A & H associa- 
tion. Leonard A. McKinnon, president 
of the International association, was 
honored at a dinner, attended by Wis- 
consin officers, which was held the day 
before the sales meeting. 

Charles H. Gilbert, Woodmen Ac- 
cident & Life manager at Madison, was 
elected president to succeed Gibson 
Wright, Continental Casualty, Eau 
Claire; Leo E. Packard, Packard-Car- 
son agency, Milwaukee, was reelected 
to his eighth term as secretary, and 
Alfred K. Perego, Franklin Life man- 
ager at Milwaukee, was named treas- 
urer. 

Regional vice-presidents named 
were F. E. Chase, Woodmen Accident 
& Life, Green Bay; Alex S. Dorman, 
Racine agency; Hugh G. Raymond, 
Massachusetts Protective, Madison: 
Dale B. Potts, Occidental Life, Milwau- 
kee; Arthur Wellens, Time, Fond du 
Lac, and George E. Welter, Washing- 
ton National, Eau Claire. 

Six state past presidents and 17 Mil- 
waukee association past presidents 
were presented with plaques. Plans for 
an extensive membership drive were 
discussed, and the legislative commit- 
tee, under Vice-president Potts, was 
directed to formulate plans for a pro- 
posed state A & H agent’s qualifica- 
tion law. 

Following adjournment, many of the 
agents and their wives attended the 
baseball game between the Milwaukee 
Braves and the New York Giants. 

Speaking on “What Are We Afraid 
Of?” Mr. Gilbert, a past president of 
the Madison association, emphasized 
that agents deal with human nature, 
an interesting subject and not to be 
feared. 

“We shouldn’t be afraid to tell more 
people why they should own a good 
A & H policy and to ask them to buy 
one,” he said, suggesting that agents 
read newspapers for reports of acci- 
dents and follow up by canvassing 
those neighborhoods for business. 

Many agents do not realize they are 
in fertile territory and start looking 
around for green fields, Mr. Gilbert 
continued. Call on people in any ter- 
ritory, for all people are prospects. 
Cold canvassing gives the agent a goad 
cross section of the people in his ter- 
ritory. 

Dogged persistence commands re- 
morale of a salesman. “The cold can- 
vass has always been interesting to 
me, he said, “and it certainly knocked 
the fears out of me so that I now am 
not afraid to talk to anyone. Too many 
agents are afraid that the prospect will 
say ‘No’ before they present their 
sales talks and that lessens their ef- 
ficiency and spoils sales.” 

Oiling up the sales machinery to 
achieve success was discussed by R. L. 
MeMillion of Business Men’s Assur- 


a 
ance, Abiline, Tex. He told how he hag 
used various methods, such as sendin 
thank-you cards to new policyholders 
on the day of the sales; stopping to Say 
“Hello”; sending congratulatory notes 
on anniversaries, and sending o, 
phoning thanks on renewal dates, Mr 
McMillion suggested that agents get 
people to help them, since it makes 
them feel superior. 

A sales message injected into a pat. 
ter of humor was given by Armand 


Sommer, International past president | 


and vice-president of Continental Cas. 


ualty, whose talk was entitled “Some | 


Wit From an Old-Timer,” to conclude 
the luncheon session. 

“Words Are Your Weapon,” was the 
subject of Chester C. Elson, Mutua] 
Benefit, Waterloo, Ia. Five qualities 
that make great salesmen, he said, are 
enthusiasm for the job; taking advan- 
tage of emotions, which sell more than 
logic; considering little things impor- 
tant; imagination and vision in viewing 
the prospects’ needs, and sticking to a 
well organized sales talk. 

The importance of cooperation from 
wives and making them more insur- 
ance minded were stressed by Charles 
E. Rea, Ontario Provincial manager for 
North American Life and Casualty. 
Agents were advised to adopt a defi- 
nite success formula and stand by it 
by Reginald Snyder, Houston, district 
manager of American Hospital & Life. 
Mutual Benefit’s movie, “Two Cheers 
for Charlie,” was shown at the ban- 
quet. 


General Interest Card 
Ready for N.Y. I-Day 


The agenda for New York insurance 
day, Sept. 15, has been completed. 
New York CLU chapter will sponsor a 
panel discussion during the morning 
session on the public, the broker and 
the CLU. Participants will be Samuel 
L. Zeigen, Provident Mutual, presi- 
dent of the New York chapter, and 
Bernard Eiber Mutual Trust Life, edu- 
cational vice-president. The panel will 
be followed by a discussion sponsored 
by A.&H. Club of New York. 

During the lunch and dinner hours, 
newly released films will be shown by 
several organizations. 

Institute of Life Insurance will pre- 
sent “The 1954 Model in Life Insur- 
ance” under the direction of Dudley B. 
Martin, director of press relations. 
Harry K. Gutmann, Mutual of Nev 
York, president of New York City Life 
Underwriters Assn., will take part in 
the mid-afternoon program which in- 
cludes a discussion of the services of 
a producer. 

Featured speakers at the evening 
session are Superintendent Bohlinger, 
Walter J. Mahoney, majority leader of 
the state senate, James C. Worthy, as- 
sistant secretary for administration of 
U. S. Department of Commerce, and 
Fred J. Stock, president of New York 
Board of Trade. They will be intro- 
duced by William R. Ehrmanntraut, 
chairman of the executive committee 
of Insurance Federation of New York. 


e The Ray Dolwick Agency of North- 
western Mutual life at Cleveland had 
July paid-for production of more than 
$1,800,000, making it its best month. 








LONG TERM BANK LOANS it 


ARRANGED ON VESTED <4 
RENEWAL CONTRACTS 










U. C. & G. C. serves the financial needs of those engaged in the Life Insurance Business. Your 
tax problems may be simplified and savings effected. Correspondence invited. 


UNDERWRITERS CREDIT & GUARANTY CORPORATION 


405 Montgomery Street, San Francisco 4, California 


LIFE AGENTS 
|. GENERAL AGENTS 
, AND BROKERS 
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‘Suggestion for ‘Equity Annuity’ to Top 
Mutual Funds’ Appeal Wins Plaudits 


In the July 30 issue The National Underwriter published an article giving 
the views of a prominent agency manager who believes life companies should 
0 the mutual funds one better and offer the “equity annuity” plan as a sup- 
plement to the guaranteed-dollar annuity and the life-income option for buyers 
who want protection against changes in the purchasing power of the dollar. 
The National Underwriter invited comment from its readers. Following are two 
letters. The first is from B. William Steinberg, general agent for Massachusetts 
Mutual Life at Jamaica, N. Y., a CLU whose agency specializes in program- 
ming, estate planning and advanced underwriting procedures. The second letter 
is from James C. Sellers, manager of the life department of the H. K. Coffey 
agency Of United Benefit Life at Portland, Ore. 


Your article on page two of last 
friday’s NATIONAL UNDERWRITER is 
ertainly thought-provoking. It is al- 
ways advantageous to publicize any 
really new idea in the industry. 

If the insurance industry is to main- 
tain the lead it now enjoys as a trust 
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its insureds and their families, some 
new avenue of serving a public need 
seems to be indicated. 

An annuity based on an equity in- 
yestment principle, tied in with the 
scientific actuarial guarantees of life- 
time income, may very well be the 
answer. 


It certainly deserves complete study 
and consideration by our companies. 
The marketing of such a plan would 
add to the background and stability 
of the life insurance company, an al- 
ready trained and existing sales force. 

Of course, every effort would have 
to be exercised to keep the marketing 
of such a plan directed toward the 
proper purchasers. We believe that the 
experience of the underwriting depart- 
ments could be useful in this respect 
so that, to some degree, there could 
be some assurance that equity invest- 
ments would be made only by people 


who can safely invade this investment 
field. 

It would permit some supervision, so 
that there would not be indiscriminate 
investments made by people who have 
no place in equity investments. We 
know that one of the major areas of 
difficulty between the salesman of mu- 
tual funds and the life insurance un- 
derwriter is the type of people to whom 
mutual funds are now being sold. Cer- 
tainly mutual funds have their place 
but in so many cases the mutual fund 
salesman does not follow the stated 
principles of the investment companies 
themselves as to the proper prospect 
for mutual funds. 

You are to be congratulated for 
bringing this material to nationwide 
attention and we will watch with in- 
terest the further developments. 

Mr. Sellers writes: 

Granting that the system of mutual 
funds is sound, when management con- 
tinues sound, I am convinced life com- 
panies should incorporate this service. 
We have the public confidence, and a 
natural physical setup to meet this 
now-evidenced demand by the public 
for this service. Unless companies do 
this we will realize with increasing 
rapidity the inroads which mutual 


funds will inflict in what is our de- 


veloped field. 

By adopting the service now, life 
companies will preclude the disadvan- 
tages which already appear certain. It 
will be a step further in the moderni- 
zation of life insurance service. To fail 
to do so will only be delaying the 
move which will certainly later be- 
come necessary and, then the mutual 
funds as we know them now, will have 
a very strong foothold. 





Agents Get Ready for Busy 


Legislative Year in Ind. 


The executive committee of Indiana 
Assn. of Life Underwriters will meet 
in Indianapolis Sept. 10 with the legis- 
lative committee to discuss strategy 
for the session of the Indiana general 
assembly which opens in January. 
Commissioner Wells will attend and 
discuss his legislative program. 

Indianapolis General Agents & Man- 
agers Assn. and Indianapolis A&H 
Assn. also will be represented as Hor- 
ace Storer, Bankers Life of Iowa; 
Indianapolis, heads the legislative 
committee of each and also is a mem- 
ber of the life agents committee. 

The life agents already have resol- 
ved to seek tighter legislation on for- 
mation of new companies and the 
commissioner has expressed himself as 
in accord with such revision. 

Observers in the state predict a rash 
of bills adverse to insurance. Among 
proposals expected are for conpulsory 
disability insurance and authorization 
of dependency and association group 
life. 





Clarence A. Jackson, president of 
American United Life, was guest busi- 
ness editor of the Indianapolis Times 
one day during the vacation absence 
of Harold Hartley. He wrote an ar- 
ticle entitled, “Indiana Growing Up As 
Insurance Center.” 





CLU. 


spells 
sales 
success 


as demonstrated by one of 
Etna Life's leading leaders, 





Thomas R. Quilter, C.L.U., 
Detroit-McLaurin 


ee 

Jem point to my C.L.U. as 
definitely bringing me business 
results. Several prominent at- 
torneys have asked me to work 
with them on estate-insurance 
matters and consultants have 
frequently requested my cooper- 
ation. The designation is recog- 
nized as evidence of professional 
capability. 99 


Thomas R. Quilter, C.L.U. 
fEtna Life Insurance Company 
Detroit (McLaurin Agency) 





Hartford, Conn. 

















INTER-OCEAN 


INSURANCE COMPANY 


CINCINNATI 2, OHIO 


COMMERCIAL @ WEEKLY PREMIUM @ ORDINARY @© GROUP 


WHAT’S THE 
GOOD WORD? 


If he wants to know about COMPLETE COVER- 
AGE, the best word you can give him is ‘Inter- 
Ocean". Your prospect knows the importance 
of complete personal protection, and the agent 
with “the good word” can meet all his require- 
ments: Life... Hospital . .. Medical and 
Surgical Expense . . . Income Protection. 


Ever since 1903, Inter-Ocean has offered com- 


plete personal protection based on modern ideas. 


EARN MORE IN ‘54 
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Mintz Gives His Techniques for Handling 
Typical Business Insurance Opportunities 


Specific situations that have result- 
ed in the sale of business life insur- 
ance were cited by Edward J. Mintz, 
New York Life, Salinas, Cal., in his 
room-hopping session at Coronado, 
Cal., at the recent Million Dollar 
Round Table annual meeting. 

In one, partners incorporate or new 
corporations are spun off. This usually 
indicates the business is growing and 
profitable. Often there is old cross- 
purchase insurance, which suggests 
various steps: If the stockholders are 
insurable, each might buy back and 
own the insurance on his own life and 
the corporation will own and be the 
beneficiary and premium-payer of the 
new insurance. Even if no sale results, 
it is good for the agent’s soul, and 
more often both his soul and bank 
account are improved. 

In situations where it is necessary 
to keep stock in the family and still 
get cash into the estate, and the 
stockholders do not want an insured 
purchase agreement, section 115 (g) 
(3) of the tax law has been useful. 


This section, Mr. Mintz said, is “the 
best friend business insurance ever 
had, and it promises to be even better 
under the new tax law.” 

He listed two situations in which 
the section can be employed. In the 
first, stock of two stockholders has 
been retired in part. Under 115 (g) 
(3) the heirs lose equality of control. 
In the second, attorneys have had 
non-voting common (or _ preferred) 
issued, which is retired under 115 (g) 
(3), thus maintaining parity of voting 
control. 

In a recent situation a purchase 
agreement by three young, active 
stockholders and an older, uninsurable 
stockholder provided for stock retire- 
ment at book value, which was under- 
valued, but the younger stockholders 
thought the older would die first and 
wanted to acquire his stock at a bar- 
gain. 

Suppose, however, he said, one of 
the younger stockholders died first. 
He has been working hard, making 
the company successful, plowing back 








SEARCHING 
QUESTION 


WHERE IN THE WORLD Can you find brand new 


diseases” 


ring while insured 





a special nurse 


Where? Occidental, of course! 


“A Star in the West...’ x 





HOME OFFICE: Los Angeles 


benefits like these, offered in a standard Group 
hospital, surgical and medical policy? 


A separate Malignancy benefit for Cancer 


4 A Physiotherapy, X-Ray and Radium bene- 
fit for non-malignant conditions 


A Prescription benefit that pays for pre- 
scribed drugs and medicines 


A Specified Disabilities benefit that pro- 
vides up to $3,000 for the treatment of “dread 


A benefit that pays 75% of the cost of an 
artificial limb needed to replace a loss occur- 


i A benefit that pays 50% of the expense of 





‘cidental 


Life ow: 


uPpAany 


profits. Does he want to deprive his 
family of part of what is rightly his 
by having his stock sold for so much 
less than it’s worth? Section 22 (b) 
(1) to the rescue! 

The purchase agreement value is 
kept at book (at least until the oldest 
stockholder dies) but a new agreement 
provides for salary continuance for 
two years after the death with the 
first $5,000 not reportable as income 
under 22 (b) (1). The company buys 
insurance on three younger key men to 
fund the agreement so it will receive 
the insurance proceeds tax free and 
take a deduction (if reasonable) for 
additional compensation under cur- 
rent tax regulations. 

Balance sheets are valuable, he said. 
Often there are demand notes payable 
to corporation  stockholder-officers. 
On the stockholder’s death the execu- 
tor may demand payment. Often the 
corporation will insure the stockholder 
for the value of such notes to have 
funds when payment is demanded and 
the estate needs money for taxes, etc., 
but does not want to sell the “family 
stock”’. 

The trend has been toward stock 
retirement and away from stock pur- 
chase, but when a group of stock- 
holders who themselves control stock 
purchases with cross ownership, in- 
surance among this group may be 
called for. 


The problem in another corporation 
was that the inactive stockholder 
was interested in dividends and the 
active stockholder was interested in 
business expansion. The solution was 
this: The inactive stockholder received 
preferred stock for common and the 
active stockholder now can declare 
dividends on the preferred without 
having to declare it on the common. 
The younger, insurable common stock- 
holders now enter into an insured 
purchase agreement and are no longer 
concerned with the necessity of build- 
ing reserves to buy the inactive, un- 
insurable stockholder’s stock. 

In two family corporations, he went 
on, trusts were created for the heirs, 
insured stockholders, on whose death 
stock will be purchased, thus bringing 
funds into the estate when needed and 
keeping the stock in the family. 

He discussed a non-qualifying com- 
pensation plan for a very successful 
salesman whose company was willing 
to pay him an additional compensation 
of $5,000 a year. He is 48 now and 
wants increased income between 60 
and 65 when his company pension 
and social security pay off, and does 
not want to pay the tax on additional 
income now. 

To provide the funds to give him 
$10,000 a year from 60 to 65, the 
company owns on him and is the 
beneficiary of a $50,000 endowment. 
He will receive $10,000 a year between 
60 and 65 and agrees to continue to 
contribute his services and not to 
compete. This “boomlet” in such plans 
should become a full scale “boom” 
if certain pending tax law changes are 
enacted, Mr. Mintz said. 

In business estate planning he usual- 
ly tries to show the stockholder the 
problems that occur on the death of 
his fellow stockholder, and then the 
effect of new business insurance, co- 
ordinated with personal life insurance 
and other assets, in providing the 
needed income for his family. Gen- 
erally, he said, the old personal insur- 
ance with its higher guarantees will 
be used for family income, with the 
newer business insurance for taxes, 
etc. 


There is no real separation between 
(CONTINUED ON PAGE 14) 


Woodmen Accident Toke 


New Name: to Write Life 


Woodmen Accident officially voteg 
a change in name to the Woodmen 
Accident & Life at a special policy. 
holder meeting. Amendments voted on 
at the meeting also authorize the com. 
pany to write life insurance and an. 
nuities. Names and _ operations of 
Woodmen Central and Woodmen Cen. 
tral Life have not been affected. 





IASA to Plan Conference 


A meeting of the directors and com. 
mittees of Insurance Accounting ang 
Statistical Assn., has been scheduled 
for Sept. 23-25 in Chicago. They wil] 
plan the annual conference to be held 
in May, 1955. Albert H. Benson of 
Lumbermen’s Mutual of Ohio, js 
chairman and A. J. Schnese of North 
American Accident, is president of the 
association. 


CLM. 


spells 
sales 
success 











as demonstrated by one of 
fEtna Life's leading leaders, 


Lawrence G. Bell, Jr., CL.U,, 
Toledo 


ee 

Chere are three concrete rea- 
sons I am particularly pleased to 
be a Chartered Life Underwriter. 
Men of other professions with 
whom we work in advanced 
underwriting cases recognize it as 
a mark of professional compe- 
tence. Being a C.L.U. creates 
inner confidence in advising clients 
and prospects objectively on in- 
surance matters in light of their 
needs. And, finally, it is good to 
be part of a movement that adds 
materially to the professional 
aspects of life underwriting in the 
minds of the insuring public.99 


Lawrence G. Bell, Jr., GLU. 
fEtna Life Insurance Company 
Toledo 


Hartford 
Conn. 











General Agents and Agents 
HAVE YOUR MONEY 
ON YOUR 
VESTED RENEWALS NOW 


@ For additional working capital 
. . . for expansion 
@ To pay off indebtedness . . - 
protect your credit 
@ To buy or remodel your home 
@ To take advantage of today’s in- 
vestment opportunities 
@ Loans made at bank interest rates 
PLEASE CALL OR WRITE FOR PROMPT, 
CONFIDENTIAL SERVICE... 
John H. Weber, president 


RENEWAL GUARANTY CORP. 


628 U. S. National Bank Bldg. 
Denver, Colorado * Phone Alpine 5-7360 
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Agenda Completed for LOMA Conference 
to Be Held Sept. 27-29 at Washington 


The complete agenda for the Life 
Office Management Assn. Annual con- 
ference Sept. 27-29 at Washington, 
p. C. has been released. Noel S. Bak- 
er, president of LOMA, is general 
chairman of the meeting and dele- 
gates will be welcomed by Lloyd K. 
Crippen, vice-president and actuary 
of Acacia Mutual. 

At the first session Mr. Baker, who 
is vice-president of John Hancock, 
will speak on today’s challenge to 
management and Morris G. Fuller, 
president of State Farm Life, will dis- 
cuss making the maximum use of 
LOMA facilities. 

After the association luncheon Mar- 
tin Goland, director for engineering 
sciences of Midwest Research Institute, 
will talk on management planning 


| through operations research. The for- 


mal reception of the conference will 
be on the first evening before the as- 
sociation banquet. 


Gerard L. Soelter, 1st vice-presi- 
dent of LOMA and secretary of South- 
western Life, is chairman of the sec- 
ond day’s session. J. McCall Hughes, 
vice-president and comptroller of Mu- 
tual of New York, will speak on cost 
controls as a tool for management and 
a demonstration on life office applica- 
tions of the electronic calculating card 
punch machine will be given by L. 
Mowbray Clark, supervisor of the 
planning department, and J. F. Emms, 
supervisor of the Hollerith machine 
service department of Sun Life. 

A series of concurrent panel discus- 
sion meetings will be held in the af- 
ternoon. Walter S. Bearden, Jr., vice- 
president and manager of the indus- 
trial department of National Life & 
Accident, will be in charge of the ses- 
sion at which a panel will discuss in- 
dustrial office methods and proced- 
ures. 

Another panel, at which Robert E. 
Slater, vice-president and controller of 
John Hancock, will be session chair- 
man, will discuss aspects of cost con- 
trols. Sterling T. Tooker, 2nd vice- 
president of Travelers, will be session 
chairman and speak on the responsi- 
bility of personnel administration for 
community and public relations at the 
third session that afternoon. Abram 
T. Collier, vice-president of John Han- 
cock, will discuss problems in clerical 
and supervisory performance rating; 
George Wilgus, manager of personnel 
of Mutual of New York, will speak on 
life office salary administration; Ed- 
ward A. Robie, personnel director of 
Equitable Society, on some views on 
job enlargement; Elmer W. Earl, Jr., 
assistant secretary of LOMA, on the 
use of absenteeism and turnover sta- 
tistics; and Miss Louise M. Newman, 
personnel director of Northwestern 
Mutual Life, on trends in personnel 
administration as discussed at the mid- 
west regional personnel seminar. 

Planning round tables will be held 
Sept. 29 by the regional committees at- 
tending the conference. 

_ The eastern committee will discuss policy 
issue routines, a work simplification program 
for Supervisors, quality control, maintenance 
of policy application files, annual billing of 


monthly premiums, and payroll accounting and 
Procedures, 

The mid-west committee will discuss in- 
ternal auditing techniques, clerical procedures 
in the underwriting department to facilitate 
Policy issue, A & H billing and accounting 
Procedures, converting to punched card bill- 

» Procedures for handling machine and 
fauipment inventory records, and survey 
rennidues for meeting future space require- 


The Canadian committee has on its agenda 
Sroup premium billing, some applications of 
ey cards to group work, se con- 

for field office operations, procedures for 


Conn. Mutual Leaders at Round Table Meeting 


handling medical fees, stub accounting for 
mortgage loans, and level payment of commis- 
sions. 

The southern committee program includes an 
evaluation of contact reproducing machines, 
stock requisition and supply room procedure, 
factors involved in establishing a central med- 
ical impairment card bureau, simplification of 
policy forms, controlling the staffing of opera- 
ting units, and functions and responsibilities 
of a cashier’s department. 

Discussions at the north Atlantic committee 
meeting will cover cost, distribution and value 
of books, magazines and services, techniques 
and forms used in conducting departmental 
audits, development of a policyholder’s serv- 
ice department, evaluating a company-oper- 
ated printing department, methods of prepar- 
ing policies and related records, and adminis- 
tration of typing and transcription units. 

The agenda for the southwest committee in- 
cludes procedures for handling automatic pre- 
mium loans, use of guide letters, form para- 
graphs, form letters, and printed notices in 
policyholders’ correspondence; punched card 
premium accounting; organizing a new plan- 
ning department; effective control and design 
of office forms; and establishing and admin- 
istering a destruction of records program. 

The western committee will cover the public 
relations aspect of life insurance forms, an ap- 
proach to electronics by a medium-size com- 
pany, and centralizing service functions in the 
smaller home office. 





Shown at the Connecticut Mutual Leaders Round Table meeting at White Sul 
phur Springs: Raymond W. Simpkin, agency vice-president; Isadore Dretzin, 
Josephson agency, New York City; Robert H. Goldsmith, Bates agency, Los 
Angeles, and E. A. Starr, superintendent of agencies. Mr. Goldsmith was the 
company’s top producer and Mr. Dretzin the runner-up. 





Prudential’s South Bend, _ Ind., 
office will be moved about Nov. 1 from 
the Sherland Building to a new, one- 
story building at 2620 Mishawaka ave. 
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Shivers’ Renomination 
Win for Texas Board 


The renomination of Governor Allan 
Shivers is considered by some as an 
endorsement of the Texas board of 
commissioners. The state’s “insurance 
situation” was a hot issue in the recent 
Democratic primary, with Shivers’ op- 
ponent, Ralph Yarborough, declaring 
among other things that he would “fire 
all three members of the board”. 

As reported previously in THE Na- 
TIONAL UNDERWRITER, the various seg- 
ments of the insurance business in 
Texas are considering organization of 
an insurance industry council, using 
insurance federations of other states as 
models, to eliminate trouble spots. Ear] 
W. Gammage of the Pan American 
group of Houston, chairman of the 
steering committee formed last June in 
Dallas by representatives of 18 
branches of the business, has said that 
“recent developments not only make it 
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advisable but imperative that we have 
such an organization at the earliest 
possible date.” He referred particularly 
to the Illinois Insurance Federation as 
providing the type of services that 
would be of great benefit in Texas. 

Concurrently a study has been re- 
leased dealing with the failures of 64 
Texas insurers during the 15 years 
since Sept. 1, 1939. Broken down by 
types of companies, they were: County 
mutual fire, 18; stock, 12; mutual, 11; 
reciprocal exchanges, 5; Lloyds, 4; 
burial associations, 6; fraternals, 4; and 
local mutual aid associations, 4. 

Most of the stock failures involved 
insurers affiliated with Lloyds or mu- 
tual groups. 

Another breakdown shows that 32 of 
the failures occurred from 1939 to 1945 
and the balance between 1947 and 1954. 
The worst year was 1941 with eight 
failures, with 1940 and 1942 recording 
seven. There were five failures in 1949, 
four in 1950, six in 1951, four in 1952, 
six in 1953 and five in 1954. 
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ACTUARIES 








CALIFORNIA 


ILLINOIS (Cont.) 











COATES, HERFURTH & 
ENGLAND 

CONSULTING ACTUARIES 

Los Angeles 


San Francisco Denver 


Harry S. Tressel & Associates 


Consulting Actuaries 


10 S. LaSalle St., Chicago 3, Illinois 
Telephone FRanklin 2-4020 


Recry S. Tressel, M.A.LA. W. P. Kell 
M. Wolfman, F.S.A. A. Selw: 

M. A. Moscovitch, A.S.A. M. Kazakoff 
O. Sneed L. Miler 




















RON STEVER and COMPANY 
CONSULTING ACTUARIES 
EMPLOYEE BENEFIT PLANS 


H. M. Sarason, F.S.A. 
K. C. Stever, C. P.Ai 


Los Angeles and San Francisco 

















CHASE CONOVER & CO. 


Consulting Actuaries 
and 
Insurance Accountants 


Telephone FRanklin 2-3868 
135 S. La Salle St. Chicago 3, Ill. 




















GA.-VA.-=N.Y. 


BOWLES, ANDREWS & 
TOWNE 


Consulting Actuaries 








Employee Benefit Plans 


Atlanta’ + Richmond «+ New York 











GEORGIA & 
MICHIGAN 


INDIANA & 
NEBRASKA 


Haight, Davis & Haight. Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 


Omaha 











Indianapolis 














NEW YORK 








ALVIN BORCHARDT & COMPANY 


CONSULTING ACTUARIES 
AND 
INSURANCE ACCOUNTANTS 


1027 CADILLAC TOWER, DETROIT 26, MICH. 
1106 WILLIAM OLIVER BLDG., ATLANTA, GA. 




















Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran & Linder 
116 John Street, New York, N. Y. 

















ILLINOIS 


PENNSYLVANIA 








CARL A. TIFFANY & CO. 
CONSULTING ACTUARIES 


221 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 











FRANK M. SPEAKMAN 


CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 


PHILADELPHIA 





THE BOURSE 

















Rates and Ratings 
Spotlighted at Big 
Provident L.&A. Meet 


Provident Life & Accident agents at 
their heavily attended convention in 
Chicago were told about a new month- 
ly premium payment plan, revisions 
of rates on a number of ordinary life 
plans, reductions of premium rates 
on substandard business, and liberaliz- 
ed underwriting rules on occupational 
classifications, all going into effect 
Sept. 1. 

The convention theme was “Money 
—the Sixth Sense,” based on a quota- 
tion attributed to Somerset Maugham: 
“Money is like a sixth sense without 
which you cannot make use of the 
others.” Vice-president and Secretary 
Sam E. Miles told the agents that the 
changes being put into effect made 
the prospects for achieving this sixth 
sense for the insured even better. 

The convention opened at a ban- 
quet, with Mr. Miles as toastmaster. 


Following welcoming addresses by 
Chairman Robert J. Maclellan and 
President Robert L. Maclellan, Mr. 


Miles introduced members of the Mac- 
lellan Circle, made up of agents lead- 
ing in volume, average size policy, and 
persistency, and distributed $19,275 in 
cash bonuses. 

Mr. Miles also presented the three 
officers of the Leaders Club: W. E. 
Stanley, Wilmington, N. C., general 
agent, president by reason of being 
top life producer in the club period 
with $2,096,283; P. M. Ray of the home 
office life agency, vice-president for 
leading in persistency; and E. O. Mar- 
tin, manager of the home office life 
agency, secretary-treasurer on account 
of being leader in applications. He is 
also a million-dollar producer. 

Next day there was an address by 
President Maclellan on the company’s 
progress and the plans for its con- 
tinued growth. Mr. Miles, Henry C. 
Unruh, actuary, and Dr. William R. 
Bishop, medical director, discussed the 
new rate and occupational changes. 

Other speakers were W. W. Vogt, 
pension department manager, who 
discussed sales opportunities under the 
new federal tax law, and W. E. Jones, 
agency manager, who talked on a new 
merchandising plan. 

The final day featured a sales clinic 
run by Mr. Stanley. Francis Sommer- 
halder, Menasha, Wis., A. A. Mahan, 
Jr., Boston, E. Dudley Colhoun, Roa- 
noke, and Al Cahill, Jacksonville, Fla., 
talked on “Ideas that Sell Business 
for Me.” 


John Hancock Promotes 
Adams at Waterbury 


Harold D. Adams, assistant manager 
of Waterbury district office of John 
Hancock, has been named regional su- 
pervisor of the company’s southern 
New England territory, effective Sept. 
15. He joined the company as an agent 
at Waterbury in 1943 and became as- 
sistant district manager in 1950. 


List Speakers for Indiana 
A &H Assn. Rally, Oct. 6 


Indiana A&H Assn. will stage a sales 
congress at Fort Wayne, Oct. 
ers and their topics are: 

J. T. O’Neal, Great-West manager at 
Indianapolis, president of the Indian- 
apolis Life Underwriters Assn. and 
vice-president of the Indianapolis 
A & H Assn., techniques for selling 
A & H; J. E. Whittington, general 
agent, Monarch Life, Indianapolis, 
chairman of the executive committee 
of the Indianapolis association, selling 


business A & H; Robert Garrett, as. 
sistant general agent, General Amer. 
ican Life, Lafayette, using the Social 
Security act to sell; Newell Munson 
general counsel, Indianapolis Life 
effect of the new tax law on sales. 
Spafford Orwig, Orwig agency, Ip. 
dianapolis, association membership, 

A new local is being formed at Fort 
Wayne, under the direction of John 
W. Morris, Hoosier Casualty, and it jg 
expected to be in operation by the 
time of the congress. 





Osgood Heads Brokerage Unit 

Milton L. Osgood has been nameg 
brokerage manager of the Earls agenoe 
of Mutual Benefit Life at Cincinnatj 
Mr. Osgood for nine years was with 
the Union Central Life home office 
and for 14 years served as agency sy. 
pervisor, assistant manager and dis. 
trict manager. He joined the Earls 
agency last January as manager of its 
planning department. He is an army 
veteran of World War II and also 
served in Korea. 


CLM. 


spells 
sales 
success 


as demonstrated by one of 


Etna Life's leading leaders, 


William H. Mauk, C.L.U.,, 
Toledo 








ee 

J believe that anyone who 
intends to make life underwriting 
his career should aspire to the 
highest educational standard in 
the business. This means becom- 
ing a C.L.U. 

The knowledge attained in pre- 
paring for the designation and the 
prestige of being a Chartered Life 
Underwriter has placed me in a 
position of authority with my 
clients.99 


William H. Mauk, C.LU. 
Etna Life Insurance Compa: 
Toledo 





Hartford, Conn. 
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Valuable Paper Wallets 


One or a Thousand 
Weite fer Szechure 
J. A. NEWMAN 
2328 N. Henderson Dalles, Texas 
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6. Speak- KEEP YOUR EYES ON SALES | 





Use monthly sales gome O tell 

you day-by-day how y 

mw A against quotas, monthly compare 
Zp tives, etc. Annual sales thermome 

ters, full color map U.S.A. 

date and space for important a 

: ings. Full year control pad se ; 

} THORNTON CO. Dent. NE? 

1036 Peachtree Atlanta, 6&— 
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Pacific Mutual Leaders 
Hold Mich. Meeting 


Field leaders for the year ending 
July 31 met at Mackinac Island, Mich., 
for the annual conference of Pacific 
Mutual Life’s Big Tree Club Top Star 
Corps. 

In addition to exchange of sales 
jdeas among producers, there were 
talks by Asa V. Call, president; F. S. 
Sibley, agency vice-president, and 
Ralph J. Walker, group vice-president. 

Abram L. Geller of the Moore agen- 
cy at Houston as the national produc- 
tion champion was installed as club 
president for the second successive year 
and the fourth time in his career. 
(lub vice-presidents are C. Porter 
Hochstadter and R. Ear] Denman, both 
of the Gantz agency at Cincinnati; 
William R. Balkin of the Rappaport 
‘agency, Chicago, and Ransom E. 
Strickland of the Burnett agency, 
Norfolk. 

Mr. Strickland was acclaimed “Man 
of the Year” for topping the field in 
volume of applications. 








Ups Hospital Benefits 


Atlantic Life has increased its limits 
on family and individual hospital ex- 
pense policies from $10 daily to $15. 

Maximum benefits under policies cov- 
'eaing extra hospital charges, mater- 
nity benefits and emergency out-pa- 
tient service have been increased cor- 
respondingly. Increased hospital costs, 
especially in the larger cities, have 
brought about a need for higher daily 
amounts. 





Equitable Promotes 8 


Equitable Society’s group department 
has promoted Fiske Field to divisional 
group manager in Milwaukee and the 
following to assistant divisional group 
managers: William M. Burns, Cleve- 
land; Robert J. Cusick, Spvringfield, 
Mass.; Frank P. Gibney, Jr., Albuquer- 
que; Hugo F. Littig, San Francisco; 
Eugene C. Piazza, Pittsburgh; and 
Frank J. Raimo, Jr., Charleston, W. Va. 

Joseph J. Mallahan, an assistant di- 
visional group manager, has been 
transferred from Springfield to Boston. 


life Span Reaches 68.9 


Longevity of America’s wage-earners 
and their families has reached the all- 
time high of 68.9, according to mor- 
tality prevailing in 1953 among indus- 
trial policyholders of Metropolitan. 

The life expectation among these 
insured has been rising for more than 
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LUTHERAN BROTHERHOOD now hos better 
thon HALE A BILLION DOLLARS 
worth of life insurance in force! 
movement 
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During the first seven months of 1954, 
utheran stnetees Pelee, eres produced 


of new life insurance, issued and paid for. 
This is an 18.01% Increase over the sales of new 


the 


two generations. In 1879-1889 the av- 
erage lifetime was 34 years, by 1909 
it was 46.3 years. 

The achievements in life conserva- 


tion are underscored by the low death . 


rates now prevailing among children 
and young adults. The death rate 
among industrial policyholders as a 
whole is less than one per 1,000 at 
ages 3 to 19, and remains under three 
per 1,000 until age 40 and under 10 
per 1,000 until age 53. 

The long-term increase in the aver- 
age length of life is due, in large mea- 
sure, to control of infectious diseases. 





Named Assistant G. A. at Seattle 

John A. Miller, agency assistant at 
the home office of Aetna Life since 
1952, has been appointed assistant gen- 
eral agent at Seattle. He joined the 
company in 1949 at Toledo as estate 
control plan representative and later 
was advanced to supervisor there. He 
has been serving at the home office 
as an instructor in life insurance 
schools. 





Southern Life Promotes Lingle 

Southern Life of Georgia has ap- 
pointed Payton I. Lingle, who has 
been vice-president in charge of group 
sales, agency vice-president. He has 
been with the company since 1937 and 
a idrector since the first of the year. 


Continental Assurance 


Plans Two Regionals 


The Pyramid Club of Continental 
Assurance will stage regional conven- 
tions at Denver Sept. 3-10 and at 
Washington, D. C., Sept. 16-18. Roy 
Tuchbreiter, president; Howard C. 
Reeder, executive vice-president, and 
Vice-presidents Raymond H. Belknap, 
David G. Scott and Paul Rinker will 
head the home office delegation. 

A plan to be used in connection with 
section 101 (b) (1) of the new revenue 
code and a coverage calculated to of- 
fer more adequate hospital-surgical 
benefits to small employe groups and 
their dependents will beunveiled. Com- 
pany attorneys will point out avenues 
for the advantageous use of life in- 
surance in connection with the new 
revenue code. 

Speakers and their topics are Dr. 
Clifton L. Reeder, medical director, 
“Tumor, Ticker, Fags & Likker,”’ a 
mortality study; Dwight G. Johnson, 
vice-president of Herkness, Peyton, 
Bishop, Philadelphia, the 101 (b) (1) 
package, and Philip C. Belber, general 
agent at Newark, “... And They Call it 
Ordinary.” 


Add Two Speakers to 
LAA Cincinnati Card 


Two speakers have been added to 
the program for the annual conven- 
tion of Life Insurance Advertisers at 
Cincinnati Sept. 27-29. Stephen A. 
Douglas, director of sales promotion 
for the Kroeger Co., will speak the 
first day on “The Sign Posts of Sales 
Promotion and Advertising.” 

The second day William G. Werner, 
director of public and legal services 
for Procter & Gamble, will have as 
his topic, “The Sign Posts of Public 
Relations.” 

Other speakers were listed in last 
week’s issue. 





Show Council of Churches Display 


Home office employes of Washington 
National designed and executed an out- 
door display for the company building 
keynoting the World Council of 
Churches meeting at Evanston. The 
exhibit was highly publicized. 

Seven Christian crosses are depicted 
in main floor windows and on a six- 
story glass panel over the entrance is a 
replica of the council’s seal and the 
slogan, “In Christ there is no east nor 
west. 
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business for the first seven months of 1953. 
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Admitted Assets as of December 31, 1954 
$84,329,974.21 
Life Insurance in force July 31, 1954 
: $520,448,317.00 
W you are interested in your sales opportunities, write for 


a” Interesting booklet, “CAREER OPPORTUNITIES.” 
THIS 18 Yous LIFE INSURANCE SOCIETY 
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y LEGAL RESERVE LIFE INSURANCE ¥ 
CARL F. GRANRUD. President ‘Ss 

608 Second Avenue South ¢ Minneapolis 2, Minnesota é 
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An Even Lower Cost, More Flexible 
Mortgage Redemption Plan 


LNL’s new Mortgage Redemption Plan of- 
fers many advantages to clients and agents 
alike. A rider that can be added to almost 


any basic contract, this new mortgage plan is 














This highly 








The 












a flexible package which can cover two or 
more needs. Its low cost is the result of level 
premiums which are payable for only 80% 
of the rider’s protection period. And three- 
fourths of the plan’s initial protection can be 
provided by the low-cost rider. 


purpose Mortgage Redemption package is 
another reason for our proud claim that LNL 


is geared to help its field men. 


Lincoln National 
Life Insurance Company 
Fort Wayne, Indiana 


flexible, low cost, multiple 











Its Name Indicates 
Its Character 
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Lapses Increase Despite Prosperity 


So far this year the lapse ratio of 
practically all life companies has been 
persistently higher than in 1953 and 
since mid-year has shown a tendency 
to increase. It is the most pronounced 
with the industrial and combination 
companies but those writing all classes 
of ordinary have shown almost the 
same result. 

The mounting lapse ratio has been 
puzzling to many. As one company 
official put it, “When we are having no 
difficulty in writing more new business 
than we did last year, I cannot under- 
stand why we are having such trouble 
with lapses. All of the favorable factors 
that are helping us produce so much 
new business should also, it seems to 
me, prevent our lapses from getting 
worse as they have been all year.” 

Lapses seem to be the major problem 
of the agency department of most 
companies but so far no one has been 
able to determine clearly and definitely 
why this is true and certainly no form- 
ula for getting the lapse ratio back to 
normal has been evolved. 

Factory layoffs have been the princi- 
pal cause of an increase in lapses 
among the industrial companies but 
most of these have not been severe or 
of long duration. They have revealed 
the fact though that most factory 
workers have not been saving their 
money, have not accumulated enough 
to tide them over a period of even a 
few weeks unemployment. Such work- 
ers were sold rather easily when they 
had the money but they have been 
quick to drop their life insurance as 
soon as their incomes were shut off. 
This may not be too unusual and it is 
at least an understandable explanation 
of why the industrial companies have 
been hit harder than those writing 
ordinary only but it is not a complete 
or satisfying answer. The lapse ratio 
of all companies is on the rise and 
this is true in non-industrial cities and 
in parts of the country where there 
have not been layoffs or declines in 
the economy. The reasons for the con- 
tinuing increase in the lapse ratio lie 
beyond sporadic periods of unemploy- 
ment or isolated local temporary busi- 
ness declines. 

The companies which have become 
somewhat alarmed over this situation 
and have made something of a study of 
it have begun to conclude that during 
the past few years too many policies 
have been sold that have not been 
made part of a program. Lapses have 
been by far the highest on policies that 
were purchased simply because the 
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policyholder had the money and the 
agent persuaded him that he needed 
“some more life insurance.” Lapses 
have been noticeably lower on policies 
that were bought to meet and fill def- 
inite needs. 

It is becoming clearer all the time 
that in recent years a good deal of life 
insurance was bought by the same 
people who purchased electric refriger- 
ators, dish washers, television sets, au- 
tomobiles, etc. These were the people 
that were making more money than 
ever before in their lives and they were 
not hard to sell. In fact, the salesmen 
that got to them first were usually the 
ones that got their money almost ir- 
respective of what he had to sell. It is 
surprising to find that so much life 
insurance was purchased in this way 
but it is obvious now that it was never 
taken very seriously, that it was just 
one purchase among many, and that 
such life insurance is surrendered by 
policyholders of this kind without any 
apparent regret. 

This is another demonstration of how 
unwise it is to put too much faith in 
mere volume. Getting business on the 
books during the past few years has not 
been a formidable problem. It is not 
today. New business of most life com- 
panies in 1954 will exceed that of last 
year. In many instances some remark- 
ably good sales records are being made. 
But the size of this volume is deceptive. 
The higher lapse ratio and the inability 
of the companies to reduce it proves 
that writing business and retaining it 
are not necessarily synonymous. Busi- 
ness that is written for a purpose, as 
part of a program to meet vital needs 
and to prevent outright financial disas- 
ter will stay on the books in satis- 
factory volume as it always has in the 
past. The policies that are written just 
because they can be sold, because the 
prospect can be persuaded to part with 
some of his money are not permanent 
today any more than they ever have 
been in the past. No stronger proof of 
this is needed than that the lapse ratio 
is increasing at this particular time 
when the prosperity of the country as 
a whole is at an extraordinarily high 
level and new business relatively easy 
to write. 





A &H Training School Plans 


International Assn. of A & H Under- 
writers will conduct four leadership 
training schools in the western area 
during September under the direction 
of Leonard McKinnon, McKinnon & 
Mooney, Flint Mich., president, and 


CHICAGO EDITORIAL OFFICE: 

175 W. Jackson Bivd., Chicago 4, Ill. 

Associate Editors: John C. Burridge, Charles 
C. Clarke and William H. Faltysek. 

Assistant Editor: Edmund J. Brophy 


William Coursey, managing director. 
The schools will use material used at 
a joint meeting of the western New 
York and Ontario associations. 

Meetings will be held in Denver 
Sept. 16; Albuquerque, Sept. 16; Phoe- 
7 Sept. 20, and Salt Lake City Sept. 
ae 
Messrs. McKinnon and Coursey will 
begin their western tour at the an- 
nual meeting of the Bureau of A & H 
Underwriters Sept. 13-15. Mr. McKin- 
non will also speak at the Tri City 
(Portland, Seattle, Vancouver) sales 
congress Sept. 22. 


PERSONALS 


Gilbert W. Embury, personnel serv- 
ice specialist, Northwestern Mutual 
Life, 84th reserve infantry division 
solonel and chief of _ staff, has 
been promoted to assistant division 
commander. Alvin C. Teske, pension 
trust division specialist of the company, 
has been named “Man of The Month” 
by Milwaukee junior chamber of com- 
merce. The citation was awarded for 
outstanding work as chairman of the 
teen age Roadeo committee among 
young auto drivers. Richard Higgins, 
also of pension trusts, was elected 
chairman of the committee for the 
coming year. 


William R. Wagner, whose appoint- 
ment as manager for New England 
Mutual at Roches- 
ter was reported 
in last week’s is- 
sue is a CLU and 
has been with New 
England Mutual 
since he entered 
the business in 
Philadelphia in 
1947. He became a 
supervisor at Har- 
risburg in 1948 
and after leading 
the agency in sales 
and also qualify- 
ing for the company’s leaders’ associ- 
ation he went to the home office as a 
field supervisor in 1951 and the follow- 
ing year became assistant superintend- 
ent of agencies. 











William R. Wagner 


Ake Magnusson, Stockholm, who 
has been assistant dean of the school 
of insurance of Swedish Insurance So- 
ciety, is spending six months in the 
United States studying insurance edu- 
cational and training methods on a 
scholarship of Sweden-America Foun- 
dation. He was in Cincinnati last week 
and will visit the principal insurance 
centers of the country before return- 
ing to Sweden late in December. He 
will then become assisant sales man- 
ager of Trygg Life of Stockholm, 
which is affiliated with Trygg Brend, a 
fire company, and Filgia, which writes 
automobile insurance. 


Donald R. Pearson, agency assistant 
for Woodmen Accident & Life was 
seriously injured in the crash of a 
Braniff Airlines plane near Mason 
City, Ia., Aug. 22. Mr. Pearson, who 
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was one of eight survivors of 19 aboarg 
the plane, suffered a broken leg, brok. 
en arm, fractured jaw and nose and 
internal injuries. 


J. H. Barrier, a vice-president 
Jefferson Standard Life, and Miss An. 
nie Milton Norman of Greensboro were 
married in Greensboro. Mrs. Barrie; 
was with the bureau of internal reven. 
ue in Greensboro. Mr. Barrier is jp 
charge of Jefferson Standard’s mort. 
gage loan and real estate operations, 


Donald H. Palmer, who is with the 
Moore, Case, Lyman & Hubbard agen. 
cy at Chicago, has been named head 
of a new Red Cross community rela- 
tions committee which will implement 
the information program of the Chj- 
cago chapter. 


Edward J. Schmuck, general coun- 
sel of Acacia Mutual, has been nameq 
chairman of the Washington Board of 
Trade’s insurance committee. 


Indiana Commissioner Harry f, 
Wells was interviewed by members of 
the Indianapolis press Sept. 2 op 
WFBM-TV in a television show spon- 
sored by the Indianapolis Junior 
Chamber of Commerce. 


D. C. Penticuff has resigned as man- 
ager at San Antonio for California. 
Western States Life and will enter the 
Episcopal Theological Seminary of the 
Southwest, Austin. 


Albany A&H Group Forms 


Temporary officers have been elect- 
ed by the newly organized Albany, 
N. Y., A&H Assn. They are Sidney L. 
Eisenberg of Troy, president; Louis 
Kaplan of Albany, general agent of Se- 
curity Mutual Life, secretary, and Miss 
Margaret A. Smith of Schenectady, 
Thomas J. Kelly of Troy, and Rob- 
ert H. Dwyer, Albany agent of U. S. 
Life, executive committee. Oakley Bas- 
kin of Buffalo, director of Internation- 
al Assn. of A&H Underwriters, spoke at 
the meeting. 


Elect Wulz at Toledo 


Toledo (O.) Life Managers Assn. 
elected Donald L. Wulz, New York 
Life, president. Gilbert Templeton, 
Metropolitan, is vice-president, and 0. 
M. Heine, Lincoln National Life, secre- 
tary. 


Accidental Falls Kill 21,000 

Accidental falls take about 21,000 
lives a year in the United States, ac- 
cording to Metropolitan Life, ranking 
second only to automobiles as a cause 
of accidental deaths. About two-thirds 
of all fatal falls occur in and about the 
home. 














Boss Explains New Tax Law 

San Antonio Life Managers Club 
heard a discussion of the effect of the 
new income tax law on life insurance 
annuities by Harper Bass, Massachu- 
setts Mutual. 


e@ Chicago Home Office Life Under- 
writers Assn. held its annual golf 
outing at St. Andrew’s Country Club 
in West Chicago, Aug. 6. Following 
golf there was a dinner at which 
prizes will be awarded. 








— 
Howard J. Burridge, President. 

Louis H. Martin, Vice-President. 

Joseph H. Head, Secretary. 

John Z. Herschede, Treasurer. 

420 E. Fourth St., Cincinnati 2, Ohio. | 








ATLANTA 3, GA.—432 Hurt Bldg., Tel. Walnut 
9801. O. Robert Jones, Southeastern Manager. 


BOSTON 11, MASS.—207 Essex St., Rm. 421, 
Tel. Liberty 2-1402. Roy H. Lang, New Eng- 
land Manager. 


CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 


Wabash 2-2704. O. E. Schwartz, Chicago Mgr. 
A. J. Wheeler, Resident Man*ger. 


CINCINNATI 2, OHIO—420 E. Fourth Street, 


Tel. Parkway 2140. Chas. P. Woods, Sales 
Director; George C, Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 


Roy Rosenquist, Statistician. 


DALLAS 1, TEXAS—708 Employers Insurance 
Bldg., Tel. Prospect 1127. Alfred E. Cadis, 
Southwestern Manager. 


DETROIT 26, MICH.—607 Lafayette Bldg., 
Tel. Woodward 1-2344. A. J. Edwards, Resident 
er. 


MO.—605 Columbia Bank 
William J. Gessing, 


KANSAS CITY 6, 
Bldg., Tel. Victor 9157. 
Resident Manager. 
MINNEAPOLIS 2, MINN.—558 Northwestern 
Bank Bidg., Tel. Main 6417. Howard J. Meyer, 
Resident Manager. 

NEW YORK 38, N. ¥Y.—99 John Street, Room 


1103, Tel. Beekman 38-3958. Ralph E. Richman, 
Vice-Pres.; J. T. Curtin, Resident Manager. 


OMAHA 2, NEBR.—610 Keeline Bldg... Te 
Atlantic 3416, Clarence W. Hammel, Reside 
Manager. 


HIA 
Room 1127, Tel. Pennypacker 5-3706. 


Fredrikson, Resident Manager. 1d 
PITTSBURGH 22, PA.—503 Columbia, Bide: 
Tel. Court 1-2494. Bernerd J. Gold, Resided 
Manager. 544 
SAN CISCO 4, CAL.—Fiatiron Bidg., 4. 
Market St., Tel. Exbrook 32-3054. F. W. 
Pacific t Manager. 
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DEATHS 


WILLIAM A. BARGAR, 81, at one 
time New York Life agency director 
in Columbus, O., died at Ft. Lauder- 
dale, Fla. 


H, E. KIRKPATRICK, 64, an inves- 
tigator in the mutual assessment sec- 
tion of the Texas department’s life di- 
yision, died at his home in Trenton 
after a four-month illness. He had 
peen with the department since 1947. 


J. E. B. SWEENEY, 78, general 
agent of Equitable Society at Charles- 
ton, W. Va., died after a brief illness. 
He began his career with the company 
38 years ago when he joined his broth- 
ea, Thomas B. Sweeney, Sr., in the 
Wheeling agency founded in 1887 by 
their father. Later he became general 
agent at Charleston and directed the 





' Equitable sales organization there un- 


till Feb. 15, when he retired. He con- 
tinued to represent the company as 
amember of the society’s million dol- 
lar club 12 times and in one year his 
personal production exceeded $3 mil- 
lion. 








N. J. Disability Score 

According to the New Jersey divi- 
sion of employment security, during 
the period April 1-July 1 the number 
of privately insured statutory disability 
plans decreased from 14,750 to 14,495. 
In the same period the coverage under 
union agreement increased from 1,843 
to 1, 949. 


Indianapolis A&H Meet Sept. 13 

A reception, dinner, and a panel dis- 
cussion will be featured at a meeting of 
Indianapolis A & H Assn. Sept. 13. 


CL. 


spells 
sales 
success 


as demonstrated by one of 
Fitna Life's leading leaders, 


V. John Krehbiel, C.L.U., 
Los Angeles 
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Dascins my C.L.U. desig- 
nation was both a challenge and a 
great satisfaction. It has given 
me confidence in my approach to 
all life insurance prospects and, 
although I do not stress the title, 
I find my clients do appreciate the 
fact that I have acquired it. The 
designation also gives me an 
Opportunity to meet with other 
top-flight life insurance men in the 
country, helping me to keep 
abreast of present day trends and 
sales methods. I would urge all 
career life underwriters to attain 
the C.L.U. designation.99 


V. John Krehbiel, C.L.U. 
Etna Life Insurance Company 
Los Angeles 





Hartford 
Conn. 








A & H Bureau Annual 
Has Stellar Card for 
Colorado Meet 


Highlighted by the pending ratifica- 
tion of its public relations program and 
code of practices, the annual meeting 
of Bureau of A&H Underwriters prom- 
ises to focus industry-wide attention 
on the three-day discussion of A&H 
at the Broadmoor hotel, Colorado 
Springs, Col., Sept. 13-14. 

The opening session, with Laurence 
B. Soper, assistant vice-president of 
New York Life, chairman of the gov- 
erning committee, presiding, features 
an address by Commissioner Kavan- 
augh of Colorado, “What About Your 
Public Relations?” Following an ad- 
dress by Mr. Soper, Edmund M. Mc- 
Conney, president Bankers Life of 
Iowa, will talk on “The Insurance In- 
dustry in Competition for the Con- 
sumer Dollar.” A talk, “Private, Vol- 
untary Health Insurance—What’s In a 
Name?”, by J. Henry Smith, vice- 
president and associate actuary, Equit- 
able Society, concludes the session. 


The second session that day presided 
over by Alfred W. Perkins, vice-pres- 
ident Union Mutual Life, will hear 
Theodore P. Beasley, president Re- 
public National Life, on “There Is a 
Concernment”; “Trends in A & H”, by 
Armand Sommer, vice-president Con- 
tinental Casualty and United States 
Life, and “Expense Problems of A&H 
by Clarence H. Tookey, actuarial vice- 
president Occidental Life of California. 

Beginning the second day, with Rob- 
ert K. Metcalf, vice-president Connec- 
ticut General Life, presiding, Ray- 
mond L. Ellis, vice-president Fireman’s 
Fund Indemnity, will speak on “A&H 
Responsibilities and Opportunities”; 
E. J. Faulkner, president Woodmen 
Accident & Life, “Unity-Today’s Chal- 
lenge to A & H”, and Robert R. Neal, 
resident counsel, Washington office of 
the bureau and of A & H Underwriters 
Conference, reports on federal govern- 
ment activity in the area of voluntary 
health insurance. Emphasizing a major 
theme of the meeting, A. H. Thieman, 
2nd vice-president New York Life, 
ends the session with a discussion on 
“Our Public Relations.” 

The third day is reserved for bureau 
business, which includes ratification of 
the public relations program and code 
of practices; consideration of bureau 
constitution amendments, and election 
of the governing committee and the 
1955 chairman. 





e Herbert S. Wolf, formerly an actuary 
with Harley N. Bruce & Associates, 
consulting actuaries, has gone with 
Pilgrim National Life. In addition to 
his actuarial duties he will be active in 
the agency department. After receiving 
his M.S. in mathematics at University 
of Illinois, he was with the university 
for two years as a statistician and one 
year teaching mathematics. He is an 
associate of Society of Actuaries. 





New Boston Insurance 


Directory Available 


The National Underwriter Co. 
has just published the 1954 edition 
of the Boston Insurarce Telephone 
Directory, in which are listed the 
names, addresses and_ telephone 
numbers of persons and companies 
active in Boston insurance. Copies 
may be ordered from the National 
Underwriter Co., 420 East 4th street, 
Cincinnati 2. The price is $1. 
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PAN-AMERICAN’S 
CAREER CONTRACT 


which stresses the company’s 
philosophy of helping the 
best men make more money. 
To do this job, we furnish 
ample training, top-notch 
sales aids and _individual- 
ized policies to meet indi- 
vidual needs. 


CRAWFORD H. ELLIS 
President 
EDWARD G. SIMMONS 
Executive Vice-President 
KENNETH D. HAMER 
For Information Address Vice-President & Agency Director 
CHARLES J. MESMAN 
Superintendent of Agencies 


PAN AMERICAN 


LIFE INSURANCE CO 






® ~ , or 
NEW ORLEANS, U.S.A. 








12 


HieNATIONAL UNDERWRITER 


September 3, 195 








"Good advice to any man: 
‘Count your blessings-—-then adu une 
you probably hadn't thought of-—-the 
privilege and the capacity to buy life insurance!' 

"Here at North American we find that a good way to 
create interest in our new PRESIDENT'S SELECT PLAN of 
life insurance-—a plan where 'capacity to buy' calls 
for above-average health along with favorable social 
and family background. 

"When MR. PROSPECT gets a look at the attractive 
premium, he realizes how right you are——-how lucky he 
is to possess the necessary qualifications. He will 
be doubly convinced when you call his attention to 
three other things: 

1) That Supplemental Term may be added up to 3 times 
amount of basic contract. 

2) That Term portion may be converted without 
evidence of insurability. 

3) That Waiver of Premium is automatically included 
without extra specific charge. 

* "Again, it demonstrates the practical quality of 
Nalac's merchandise——and how well it provides the answer 
to every selling situation-—-Life, 

Accident and Sickness, or Group." 





H. P. SKOGLUND 


HOME OFFICE: 
MINNEAPOLIS, MINNESOTA 


J. E. SCHOLEFIELD, C.L.U. 
% Vice President—Director 
of Agencies 


NORTH AMERICAN 


Life and Casualty Company 
ESTABLISHED 1896 


President 


LIFE « ACCIDENT» SICKNESS « HOSPITAL+ GROUP 





Robert P. Hale Joins 


Republic National Life 


Robert P. Hale has joined Republic 
National Life as manager of the bro- 
kerage division. 
Mr. Hale has been 
with Continental 
Assurance at Dal- 
las as southwest- 
ern division as- 
sistant superin- 
tendent of agen- 
cies since 1951. He 
joined that com- 
pany in 1948 at 
Gary, Ind., having 
been with Western 
& Southern Life 
1940-1948 except 
for air corps serv- 
ice. 

Ralph C. Reinecke, assistant vice- 
president and associate director of 
agencies for Republic National who 
formerly headed brokerage operations, 
will now devote his full time to his 
agencies work. 





Robert P. Hale 





Uninsurables Are Local 
Problem, AMA Chief Says 


Responsibility for financing the cost 
of illness for low-income and uninsura- 
ble persons is a local and state con- 
cern, according to an article in the cur- 
rent American Medical Assn. Journal 
by its president, Dr. Walter B. Martin, 
Norfolk, Va. 

Dr. Martin believes health care costs 
for the non-insurable must be met by 
local and state aid and philanthropic 
funds. He suggested the amount of aid 
needed could be reduced by further 
expansion of voluntary insurance and 
additional chronically ill and convales- 
cent hospitals to provide for these per- 
sons at lower per diem cost. 

Since there can be “no acceptable or 
realistic standard for federal aid,” 
he said the problem must be met at 
this level where a person’s economic 
status can be assessed in relation to 
medical requirements at a particular 
time. 

According to the doctor, federal 
government participation would be 
“difficult to carry out without a degree 
of federal supervision and control that 
would be highly objectionable. If a 
“national yardstick” were set up, he 
said pressure would be exerted until 
each year more persons would claim 
government assistance. 

Dr. Martin called for a “joining of 
forces” between state medical societies 
and hospitals in promoting sound vol- 
untary insurance plans in providing 
“the means of financing the care of 
the uninsurable ... at the state and 
local level.” 


U. S. Rubber Chairman 
Trustee of Mutual of N. Y. 


H. E. Humphreys, Jr., chairman and 
president of U. S. Rubber Co., has been 
named a trustee of Mutual of New 
York. He is also a director of Rubber 
Manufacturers Assn., Chemical Bank & 
Trust Co., Dominion Rubber Co., and 
Terminal Warehouses. He is a trustee 
of the tax foundation, a member of 
National Industrial Conference Board, 
a vice-president and director of Na- 
tional Assn. of Manufacturers and a 
trustee of the University of Pennsyl- 
vania. 


To Take Part in AMA Meet 


Herman Knauss, planning director 
of Mutual Life of New York, will be 
chairman of the opening session at 
New York City, Oct. 20-22, of the an- 
nual office management conference of 
American Management Assn. The 
theme of the meeting will be methods 
and machines to increase clerical pro- 
ductivity. 

Other life insurance men who will 
participate are H. Bruce Palmer, pres- 
ident Mutual Benefit Life; John H. 
Beatty, assistant vice-president Met- 
ropolitan; A. C. Vanselow, assistant 








vice-president Franklin Life; Malcolm 
F. Hood, assistant secretary Connect; 
cut General, and E. F. Cooley, associ, 
ate director of methods research Pry. 
dential. : 


Northwestern Mutual Names 


Four: Creates New Post 


George C. Koester has been nameg 
to the new position of director of 
methods and procedures of Northwest. 
ern Mutual Life, and John S. Stop. 
belaar has been advanced to assistant 
director of agencies. J. Gerald Me. 
Laughlin to assistant treasurer, and 
Donald _K. Mundt, assistant counse| 

Mr. Koester, with the company since 
1926, was made a field auditor in 
1944 and since 1947 has worked in 
the planning division of the comptrol- 
lers department. 

A World War II army veteran, Mr 
Stobbelaar has been an agent at Mar. 
quette, Mich., since 1945. Mr. Mc. 
Laughlin joined Northwestern Mutual 
in 1920 and worked in the premium 
collection, premium loan and _ book. 
keeping division and as a field ex- 
aminer before appointment as admin- 
istrative assistant to the treasurer jn 
1951. Mr. Mundt joined the company 
in 1952 in the law department. Before 
naval service he had been with Fi- 
delity & Deposit. 





New Office tor Hoss Jurney 

Ross Jurney & Associates, Salt Lake 
City advertising agency which handles 
insurance accounts, has moved into 
larger modernized offices at 178 Social 
Hall avenue. The new quarters were 
designed specifically for advertising 
agency occupancy. 


Franklin Tops $30 Million in July 
Franklin Life July sales exceeded 
$30 million, excluding annuities. Paid 
business for the first seven months is 
more than $230 million, a $15 million 
gain over the same 1953 period. 


CLM. 


spells 
sales 
success 


as demonstrated by one of 
Etna Life's leading leaders, 


William G. Adams, C.L.U., 
Toledo 
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py nearly 20 years spent in 
selling life insurance, I am con- 
vies that the element of prestige 
is more important than any other 
quality to the career life under- 
writer. I believe that the insur- 
ing public and the business and 
financial community, recognizin 
the value of the designation an 
the comprehensive knowledge of 
life insurance and allied subjects 
gained in acquiring it, look upon 
the C.L.U. as an authority in his 
field. 99 

William G. Adams, C.LU. 


Etna Life Insurance Compa 
Toledo 





Hartford, Conn. 





septembe 
——— 


Davenps 
Sales Cc 


Davenpo! 
writers Wil 
gress Sept. 
nected to < 

Speakers 
arford, vic 
ffice Of 
jirector of 

Iowa, 
ut New x 

d presid 
. R. Br 
penn Mutu 
central Li 
Rapids. 

“Stardus 
yill also be 
py the com 

“General 
piisworth | 
ger of Occ 
nold, Line 





) dent of the 


Edmonc 
Manhat 





Vincent W. E 











r 3, 1954 
=—=—=—=: 
Malcolm 
- onnectj. 
y, ASSocj. 
rch Pry. 


Names 
t 


N named 
ector of 
rthwest. 
- Stob- 
Ssista 
ald Me. 
rer, and | 
Counsel], 
Ny since 
ditor in 
rked in 
Mptrol- 


ran, Mr, 
at Mar- 





Ir. Mc. 
Mutual | 
remium 
1 book- 
eld ex. 
admin- 
surer in 
ompany 
Before 
ith Fi- 


4 

It Lake | 
handles | 
ed_ into 
8 Social 
‘S were 
ertising 


July 
‘ceeded 
s. Paid 
mths is 
million 














september 3, 1954 


LIFE INSURANCE EDITION 


13 








—— 
Davenport Assn. Plans 


Sales Congress Sept. 16 


Davenport (Ia.) Assn. of Life Under- 

yriters Will hold its annual sales con- 
gress Sept. 16. More than 200 are ex- 
pected to attend. 
* Speakers will include James E. Ruth- 
arford, vice-president of the Chicago 
fice of Prudential; Robert E. Shay, 
jirector of agencies of Bankers Life 
of Iowa; Harry M. Livingston, Mutual 
of New York agent at Marshalltown 
and president of Iowa association; Ed- 
win R. Brock, Des Moines agent of 
penn Mutual Life; and Cleo Edwards, 
central Life of Iowa agent at Cedar 
Rapids. aa, 

“Stardust”, a play on life insurance 
yill also be on the program, performed 
py the community little theatre group. 

General chairman of the congress is 
filsworth O. James, Davenport mana- 
yr of Occidental Life. Jerome C. Ar- 
nold, Lincoln National Life, is presi- 
dent of the Davenport association. 





Edmondson to Head 


Manhatian Life Planning 


Vincent W. Ed- 
mondson, vice- 
president of Man- 
hattan Life, has 
been appointed to 
direct planning 
and research and 
will be entirely 
separated from op- 
erational matters. 
He will be in com- 
plete charge of 





agency planning, 
analysis and re- 
search. He has 


been with the com- 
pany 26 years. 


Vincent W. Edmondson 





Build Your Agency 


if uot 


CAREER MEN 
WILL BE ATTRACTED 
TO... 


H. S. McCONACHIE 
VICE PRESIDENT 


AMERICAN MUTUAL LIFE 
INSURANCE COMPANY 


DES MOINES 7, 1|OWA 


Meneal Ugency Company 





Mutual of N. Y. Transfers 
Five to H. O. Training 


Five assistant agency managers have 
been promoted to training assistants at 
the home office of Mutual of New 
York. They are Robert J. Gullyes of 
Pittsburgh, Delma R. Johnson of Rich- 
mond, Donald J. Mertz of Milwaukee, 
Donald T. Osgood of Miami, and 
Forres E. Wood of San Antonio. 

Mr. Gullyes joined the company in 
1947 as a field representative and be- 
came assistant manager at Pittsburgh 
in 1949. Mr. Johnson became a field 
representative at Richmond in 1949 and 
assistant manager there in 1952. Mr. 
Mertz joined the company at Mil- 
waukee in 1947 and has been assistant 
manager there since 1950. Mr. Osgood 
joined the company as a field under- 
writer at Atlanta in 1948 and later 
transferred to Miami where he has 
been assistant manager since 1952. Mr. 
Wood joined the company in 1951 at 
San Antonio and has been assistant 
manager there since 1952. 


Plan Ohio State Drive 


General agents and managers of Ohio 
State Life from a score of cities met 
at Granville, O., recently to plan for 
the first President’s campaign being 
put on by the field force in honor of 
its new president, Frederick E. Jones. 
The campaign which opened Sept. 1 
continues through Oct. 30. 

The over-all leader will be awarded 
the President’s Trophy, which becomes 
the permanent possession of any agen- 
cy winning it three times in succession. 
The campaign is under the general 
direction of the executive committee 
of the general agents’ association, of 
which Robert F. Horn, Mansfield, is 
chairman. Among the speakers at the 
Granville meeting was Howard W. 
Kraft, superintendent of agencies. 


Kroeg Rejoins Liberty Life 

A. Alec Kroeg has joined the home 
office staff of Liberty Life, as assist- 
ant secretary in charge of internal of- 
fice administration in the group de- 
partment. 

Mr. Kroeg, who has been with Jef- 
ferson National Life for several years 
at Indianapolis, had been in the Lib- 
erty Life underwriting department. He 
is a past president of Indiana Home 
Office Underwriters Assn. 





Timmerman in New Post 


H. J. Timmerman, former chief dep- 
uty commissioner of Utah and with 
the department there for about 10 
years, has joined Mutual Savings of 
Salt Lake City as assistant secretary. 

The company moved recently into a 
new home office at 449 East 21st street. 


K. C. Life Plans Camp Rally 


The annual camp training, confer- 
ence of the Kansas City Life Texas 
agency will be staged at Hunt, Tex., 
Sept. 5-8. 

Representing the home office will 
be President W. E. Bixby, Vice-pres- 
idents J. A. Budinger and Dallas Al- 
derman; Vice-president and Superin- 
tendent of Agencies C. W. Arnold; 
Agency Secretary Jack McInnes, Jr., 
and J. T. Langston, assistant general 
counsel. 

J. S. Keller, assistant state manager. 
in charge of the event, will be aided 
by Ben Epstein, Houston, who will 
conduct a session on the new tax law, 
and A. R. Dalchau, who will direct a 
round table meeting. A talk by O. Sam 
Cummings, Texas general agent, will 
close the conference. 





Baltimore Branch in New Home 


The Baltimore branch of Connecticut 
General Life is the first principal 
tenant to move into the new modern 
five-story building at 210 North Calvert 
street. The new building has been 
erected next to an older four-story 
structure so that the top floor of each 
provides an open and level working 
area. Connecticut General will occupy 


the fifth floor of the new building and 
the fourth floor of the older structure. 
The interior of the older building has 
been renovated to harmonize with the 
new structure. All of Connecticut Gen- 
eral’s Baltimore operations are now 
consolidated under one roof. 





Edwin Erickson in New Post 

Edwin M. Erickson, western Penn- 
sylvania regional manager for Ohio 
Farm Bureau Life, has been promoted 
to group operations manager. He joined 
the company in 1942 as the first li- 
censed agent in Connecticut. He was 
Syracuse sales manager from 1949 un- 
til 1952. 


Lincoln National Names 


Gamble to Agency Post 


Clifford L. Gamble has been named 
Lincoln National Life assistant superin- 
tendent of agencies. Mr. Gamble, who 
returns to the company after an ab- 
sence of two years, joined. Lincoln Na- 
tional in 1937 at the home office. 

He entered the air force in 1942, 
putting in 3% years of military service, 
and returned to the company in 1945. 





e Chicago Home Office Underwriters 
Assn. Sept. 9 will hear a talk by Su- 
perior Court Judge Gorman of Chi- 
cago. 
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The Right Combination 








Every necessary condition for career success is yours with a 


Protective Life General Agency. 


You enjoy greater rewards for 


the same amount of effort—increased earnings, greater personal 
security, and the satisfaction of knowing that you are furnishing 
your clients the finest insurance protection. 

If you are a successful personal producer and possess the 
necessary qualifications, you'll find that this is your kind of 


career. Get the facts now. 


GENERAL AGENCY OPENINGS THROUGHOUT THE SOUTHEAST 
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Write to C. B. Barksdale, Agency Vice-President 
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-_ F cencemmente “a =| Gives Hints for 
Business Insurance 
* Minnesota *North Dakota *South Dakota *Montana "(CONTINUED FROM PAGE 6) 
*Wyoming ‘*idaho *Washington *Oregon *California business insurance and estate plan- 


CALIFORNIA AND WYOMING 
| ARE NOW 
| “PROVIDENT STATES” 


Yes, we have hitched our wagon to two more successful 
stars—California and Wyoming. It was with great 
pride that we added these two vigorous states to our 
ever expanding territory. We liked the character of 
their people—hard-working and industrious. We know 
they will like the Provident Life! 





Success begets expansion. Our company, our agents 
and our territory are a winning combination. 


There are opportunities for qualified men, who want 
success with the Provident, in our new territories, as 
well as the other ‘‘Provident States’. 


The Provident Life Insurance Company 
Bismarck, North Dakota 
Joseph Dickman, Vice President 





Life-Accident-Health-Hospitalization-Annuities-Pension Trust 


***The Provident States'’ 




















SELL 


WHEN YOU 


you can be certain that 
your prospects gain 
the marked advan- 
tage of... 





@ LOW NET COSTS 
@ FLEXIBLE SETTLEMENT OPTIONS 
@ NET LEVEL PREMIUM RESERVES 
@ A STRONG SURPLUS 


Mutual Trust has been 
soundly and economically 
managed for the benefit 
of its policyholders on a 
purely mutual basis dur- 
ing its nearly 50 years of 
service with a strong 










PROFITABLE FIELD OPPORTUNITIES AVAILABLE 


general mgenay fares Write to the Agency Secretary 


operating in a stable 


territory. 
@ 


Cal., Conn., fa., Ul, Ind., 
Mass., Me., Mich., Minn., 
N. H., N. J., N. Y., N. D., 
Ohio, Pa., R. |., Vt., Wash., 


Wis. LIFE INSURANCE CO. 


135 South LaSalle St., Chicago 





ning. That is why, he said, the term 
“business estate planning” is used. 
Usually he sells key man insurance 
first, then coordinates it with his es- 
tate. 

Mr. Mintz was asked: You have 
one man owning all the corporate 
stock. If the corporation insures him 
to have the funds for 115 (g) (3), 
won’t that add to his taxable estate? 

He replied: Probably; unless you 
could convince the bureau that your 
stockholder is a key man, that the 
insurance merely replaces his value, 
which otherwise would go down be- 
cause of his loss. If death occurs 
within the first 20 years (depending 
on his age) the windfall to the cor- 
poration and the stockholder’ will 
more than take care of increased 
taxes in addition to providing liquidty. 
You can also reason that there is a 
balancing because to the extent that 
the premiums decrease the value of 
the corporation stock, the 100% cor- 
porate stockholder’s estate taxes de- 
crease. 

Another question was: Do you ever 
sell 20 payment life for business in- 
surance? 

He replied: Where the insurance is 
for stock retirement, if we can get 
the corporation to cover the full value 
of the stock with whole life, we’re 
usually very happy. Of course, if you 
have a deferred compensation plan 
or stockholders who want to build up 
retirement values, limited payment 
contracts may be recommended. 

In stock retirement or stock pur- 
chase or combination plan, he said 
he watches “control”. If three broth- 
ers own among them 51% of the stock, 
they will take a dim view of a stock 
retirement plan that will make the 
survivors own less than control. For 
these three, stock purchase, with cross 
owned insurance is the solution. The 
plan is tailor-made to fit the situation. 


Fla. Rules vs Credit 
Cover for A&H, No Job 


_The Florida attorney general has 
given an opinion to Commissioner 
Larson that credit life cover on pur- 
chasers of merchandise on conditional 
sales contracts is permissible, but that 
it is not proper as protection in case 
of accident or sickness, or in the event 
of involuntary unemployment. 





Name Veal Prudential 


PR Man at Jacksonville 


C. Speed Veal, radio broadcaster 
and executive, has been chosen public 
information manager of Prudential’s 
south-central home office at Jackson- 
ville. He will be associated with Wil- 
liam S. Weier, director of public rela- 
tions and advertising in the 10-state 
area. 





Plan City Employes Cover 


PORT HURON, MICH.—The city 
commission has agreed to provide a 
group life program for city employes 
at a premium of some $10,000 yearly. 
The agreement was made in connection 
with rejection by the commission of 
a request by the city employes’ union 
for a 10 cents per hour salary raise. 


Takes Welfare Fund Stand 


U. S. Chamber of Commerce is urg- 
ing employers to play a stronger role in 
administering employe welfare funds 
to prevent abuses brought out in re- 
cent investigations. Because of certain 
weaknesses in the Taft-Hartley act, 
unions have sometimes assumed the 


—<—<—— 


major role in governing these funds | 
although employers are the chief con. | 
tributors, the chamber points out. It | 
is recommending that both employers | 
and labor leaders cooperate in seekins 
legislation to set up strict standards 
for administration of welfare funds. 


‘GAMC News’ Makes Bow 


The first issue of “GAMC Neys” 
official publication of the General 
Agents & Managers Conference of Na- 
tional Assn. of Life Underwriters, was 
distributed to GAMC members this 
week. It is a four-page publication int 
newspaper format, the layout being 
designed by Robert Osler, life editor 
of the Rough Notes Co. 


Occidental, N. C., to Build 











Occidental Life of Raleigh, N. ¢. 
will in September begin construction of 
a $11 million four-story home office, 
building on a 5%-acre tract in the! 
Cameron Village section. 


CLM. 


spells 
sales 
success 


as demonstrated by one of 
Etna Life's leading leaders, 








Henry A. Kirsch, C.L.U., 
Shreveport 


ee 
Cf. HU. training has been 


the difference to me_ between 
being just another life insurance 
agent and being a member of the 
Etna Life Leaders Club.99 


Henry A. Kirsch, C.LU. 
Etna Life Insurance Company 
Shreveport 





Hartford, Conn. 














Enroll now for the 


LEADER’S SEMINAR 
conducted by the Life Insurance Mar- 
keting Institute of 


PURDUE UNIVERSITY 
Sept. 27 - Oct. 1 


Many interesting subjects will be dis- 
cussed, including the new tax laws. 
This course is open to all LEADERS 
of the business who have a minimum 





of $250,000 of annual paid produc- 

tion. Membership in the LEADERS 

club of your state qualifies you. 

Time Is Short—Write Today to: 

LIFE INSURANCE 
MARKETING INSTITUTE 
PURDUE UNIVERSITY 
LAFAYETTE, INDIANA 
Cost of course—$27.00 plus lodging. 
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ie eon | Magazine Survey 

wae FRATERNALS Gives Reader View 

“funds. on Life Insurance 

iow | More NFC Units i ha Ser, Mg 

“General Ready Plans for in a report summarizing the resultsof |) pa 
‘ot wa] Atlantic City Meet 3 gusstinnaire cent nem, The report TOP... 


ctieta The presidents, medical and press orijes and also gives an indication the 
ut being} sections of National Fraternal Congress agent in some instances is not fully 
fe editor! have completed the scheduling of exploiting his opportunities. Of those 
events for their sessions to be held completing the questionnaires, which 
sept. 28 during the NFC annual meet- covered all types of insurance, 96% 
ing at Atlantic City. Also meeting that owned life policies and 58% considered 
h, N.C, day is Fraternal Actuarial Assn. In re- this type of insurance most necessary 
‘uction of porting its program plans last week an of all owned. Substantiating a popular 


@ Commissions 

@ Incentive Plans 
@ Sales Aids 

@ Training Program 
@ Field Supervision 

















ne office | incorrect meeting date was given. contention that the present amount of = ss aa combined with some exceptionally 
Reais Fraternal Field Managers Assn. will insurance in force, a total approx- § am marketable “exclusive” policies (both 
emmy | Hold its gathering Sept. 27. Frank Reis- imately equal to one year of national «.— 4 adult and juvenile) may help explain 

net, Lutheran Brotherhood, Allentown, income, is inadequate, the panel sug- == —* why 58-year-old FIDELITY LIFE is 

Pa. and Miss Gloria Gaskin, New Jer- gested the following as the minimum = 4 enjoying substantial gains over last 

sey Bell Telephone Co., will talk on amounts: One year’s income or less, a vine in the Gite ot 

“Use of the Telephone in Selling.” 11%; 2-3 years’ income, 39%;4-5 years’ _ de ; 

John N. Cochran, Woodmen of the income, 20%; more than 5 years’ in-  .. 4 @ Sales 

World, Omaha, will have as his topic come, 16%. Many said they did not 

“The Value of FIC in Sales Training.” know what would be the proper | @ Manpower 

The presidents’ section will hear ad- amount, while 40% said they hopedto . ._-_— 7 @ Gains in Force 

dresses by Judge Robert W. Hansen of add to their program. S e. 

district court in Milwaukee, who is a Life insurance as a means of saving 4 For information on sales opportuni- 

past-president of Fraternal Order of as well as for income protection in- = 3 ties write: Attention Sales Depart- 

Eagles, and Louis E. Probst, Independ- terested 66% of those who answered. ~ maken ment. No obligation. 

ent Order of Foresters. A panel dis- The median average of income curr- — oS 

cussion will follow. ently going into life insurance was 


Speakers and their topics for the about 6%. Some 55% of the readers 
medical section gathering are Dr. said they are familiar with mortgage 
Archibald C. Wilson, reinsurance med- cancellation insurance, though only 
ical director Connecticut General Life, 7% of these already have such a pol- 
‘Non-Vascular Degenerative Condi- icy. About 40% of those familiar with 
tims of Underwriting Interest”; Dr. the coverage said they would be in- 
William D. Stroud, a professor at the terested in having such a policy. 

; been University of Pennsylvania, “Coronary The principal bases for selecting an 
tween Artery Disease and Life Insurance,” insurance agent were: Personal 
and Dr. L. S. Ylvisaker, vice-president friendship, 38%; agent found me, 27%; 
urance and medical director of Fidelity Mutual recommendation of family, 20%; re- 
of the Life, “Current Cardiovascular Under- commendation of friends, 13%. Regular 





writing Problems.” ; : visits by the agent were reported by 
The press section will hold its tra- 23%, frequent visits by 34%, while 
ditional breakfast meeting, for which 36% saw their agent only in an: | IeT YT LIV CT 


CL.U. the principal speaker will be announ- emergency. When buying more life in- 
eae Se ced later. A panel discussion is to be surance, 82% said they would want to 
mpany | \ed by Stephen Valcik, Slovonic Ben- dea] with the agent who served them 
veport | evolent Order of Texas. previously. Nearly half of those who 
Fraternal Youth Counselors Assn. answered said they had not had an 
will stage a breakfast meeting Sept.29 analysis of their life insurance pro- 
at which the speaker will be Mrs. J. gram in the last five years. 
Warren Hastings of Washington, Bb: €.., The name of the company or com- 
who has been prominent in youth work. panies in which policies are held was 
known by 96%, while 64% said they 
. were familiar with all details of the 
HF. Scheig, E. W. Seevers family’s over-all insurance plan. 
Get A.A.L. Appointments Responsibility for making premium 


Henry F. Scheig, formerly asssitant P@yments belong to the wife in 51% ’ 
secretary of Lincoln National Life, has Of the cases. T! 


been appointed assistant actuary of 


Aid Association for Lutherans. The Rutgers DISC at Newark OFFERS 


fraternal also has named Erwin W. 
== | Seevers of Phoenix, Ariz., to the new Slated to Begin Oct. 5 


A Mutual Legal Reserve Company 
Home Office: FULTON, ILLINOIS 
































|} post of special field counselor / 4 ‘ : © Modern and attractive agent's and general agent's contracts to those looking 
A fellow of Society of Actuaries, Mr. pi age ge Jona > yy ssegiene for @ permanent connection. 
sean big nag _— 2 State pose Peete gS of A hn bee @ Complete line of Life Insurance policy contracts from birth to age 65 with full 

! whiversity. He joined Lincoln National " : : femape ai death benefit from age 0 on juvenile policy contracts. 

Mar- in 1949 and was advanced to assistant derwriters will offer a ee dis- e@ Complete line of Accident and Health policy contracts with lifetime benefits. 
secretary in 1952. John Gall, assistant ability insurance sales beginning Oct. my ‘ Pape hi ith ‘cal death 
actuary since 1951, will continue in 5 on the downtown Newark campus. ° oe Family Hospitalization contracts with surgical, medical and nurse 

‘ that capacity. : George Lehman, manager, National meesieh pee 

Mr. Seevers has been with Aid As- 4 & #., is coordinator and lecturer for © Caaplate: eotetandund Seiten, 
is- sociation since 1952, and for the first 4," @ : P @ Educational program for fieldman. 
» dis eight months of this year has produced the DISC classes which will meet for 
ows. about $900,000. He has com 12 Tuesday evenings, presenting meth- P ive C 
,000. pleted the y , Strong, Progressive Company 
ERS advanced course at the Purdue Univer- ods used by successful A &H salesmen Older than 85°, of all legal reserve life 
: 9g 

-_ Be abating inatianies He nom will ay be principles underlying success- Sememnes companies 

duc- € full time to teaching sales pre- ful sales. 

ERS ens to individual representa COMPANY'S EXPANSION PROGRAM OFFERS 

‘ , Openings in California, Illinois, Indiana, Kansas, Michigan, Minnesota, 
1 f0: Berg Heads New Agency Missouri, Nebraska, New Jersey, North Dakota, Ohio and ‘Yvisconsin 
Ivan C. Berg, former superintendent 
Dade ce er eee eng Soca cmmceaaetyes; | WORTH AMERICAN LIFE INSURANCE SOMPANY 
D. Donald Hoexter has been added has been named to head Occidental u 
hare, nome eg field department Life of ap ene, first general agen- OF CHICAGO 
of Maccabees. He will work un- cy in La Crosse, Wis. 

4. the supervision of Field Director Mr. Berg entered insurance in 1946 C. G. ASHBROOK, EXECUTIVE VICE PRESIDENT 

obert O. Shepler. He is a graduate of at Sidney, Mont., as an agent for New NORTH AMERICAN BUILDING, CHICAGO 3, ILLINOIS 





__ | tte University of Michigan business York Life. He went with Rushmore 
school. Mutual in 1952. 
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Conn. Mutual Leaders Get 
Selling Tips at W. Va. Rally 


“(CONTINUED FROM PAGE 3) 
derwriter.” 

Stating that the basic question to be 
resolved before a business man’s es- 
tate can be properly planned is wheth- 
er or not the business interest should 
be sold at the time of his death or re- 
tained for the benefit of his family, 
Mr. McKenney said: “This decision is 
the point of departure, and it forms the 
basis of the plan. Today there is a 
marked trend toward the retention of 
a business interest wherever it is prac- 
ticable to do so rather than to plan 
for its sale. 

“In general, there are several eco- 
nomic reasons for this trend. In the 
past decade the average small business 
has enjoyed unprecedented growth. 
Values are higher because of both na- 
tural growth and inflation, and sur- 
pluses are larger. Family income has 
become geared to business profits and 
most owners recognize that the pro- 
ceeds from the sale of the business, 
when invested, would result in much 
less income to the family unit. Fur- 


thermore, the problem of selling a val- 
uable interest has been intensified in 
recent years for the reason that ju- 
nior executives or other logical pur- 
chasers have not been in a position 
to accumulate personal capital because 
of the high cost of living and high in- 
come tax structure. 

“The decision whether or not to sell 
or retain a business interest at the 
time of death is starkly realistic and 
practical. It involves a complete anal- 
ysis of business factors, including the 
finances of the business and of the 
estate as well as family considerations 
and desires. Among the factors which 
must be considered in determining 
this problem are the following: 

“1. Does the individual own the con- 
trolling interest in the business? If 
not, is ownership split up in such a 
way so that no one else owns the con- 
trolling interest? 

“2. What effect will the owner’s 
death have upon the management of 
the business, and will it be possible 
to provide for the continuation of ade- 
quate and competent management 
after the owner’s death, either through 
family members or from other sources? 








WANT ADS 








Friday in Chicago office—175 W. Jackson 


make payment in advance. 


Rates—$18 per inch per insertion—1 inch minimum. Limit—40 words per inch. Deadline 5 P. M. 
Bivd. 


THE NATIONAL UNDERWRITER—LIFE EDITION 


Individuals placing ads are requested to 











or brokerages. 


examinations, are required. 


actuarial valuation procedures. 


of the consulting actuarial profession. 


secutive weeks starting September 3rd. 


Illinois. 


ACTUARIAL ACCOUNTS SUPERVISOR 


Ranking long-established consulting actuarial firm in New York City with 
over 50 employees and full complement of IBM machines (including 604's), 
concentrating on developing, establishing, and maintaining employee pension 
systems has an opening for an Actuarial Accounts Supervisor. This firm 
operates purely on a professional fee basis and does not accept commissions 


Associate membership in the Society, or at least 4 parts of the Associateship 


No consulting experience is necessary but would be welcome. Other actuaries 
on our staff will train the applicant in all phases of pension consulting and 


SALARY UP TO $10,000 to Start, Plus Moving Expenses 


We consider this opening an outstanding opportunity to enter the higher levels 
All replies will be held in absolute confidence. This ad will run for 3 con- 


Address A-75, The National Underwriter, 175 West Jackson Blvd., Chicago 4, 


“3. Does the enterprise enjoy a 
reasonably safe competitive position 
so that with proper management it 
will be able to maintain the necessary 
volume of business? 

“4, Will the credit position of the 
enterprise be affected by the owner’s 
death, and will it be able to maintain 
the necessary lines of credit? 

“5. Does the business have a favor- 
able record for producing profits, and 
is it reasonable to expect that the fam- 
ily will derive sufficient income from 
the retained business to justify the 
investment risk involved? 

“6. Does the owner have sufficient 
assets outside of the business to pay 
his debts, the costs of settling his es- 
tate, and the death taxes which will 
be levied against all of the assets in 
his estate, including his business in- 
terest? 

“7. After settling the estate and pay- 
ing the taxes, will there be a sufficient 
amount of life insurance or other liq- 
uid funds to provide dependents with 
a margin of safety should the business 
at any time be unable to make prof- 
its?” 

If it is decided that the business in- 
terest should be sold at the time of 
death, Mr. McKenney stressed that 
it is certainly advantageous that plans 
be made to sell it at the highest price 
obtainable. 

“As a general rule, a buy and sell 
agreement is the logical way of plan- 
ning for such sale, and where possible 
the prospective buyers should under- 
write their future financial obligation 
through the purchase and ownership 
of life insurance on the seller’s life,” 
he said. 

“If the business interest is to be re- 
tained, there are several areas where 
protection is needed. For example, 
there must be ample liquidity for the 














CHIEF HOME OFFICE 
LIFE AND A&H UNDERWRITER 


wanted by small but well-capi- 
talized growing company. Must 
be thoroughly experienced. 
Age 30 to 40. Should be able 
to take charge of Dept. Excel- 
lent salary. Real opportunity 
for right party. Write fully in 
first letter. Address all replies 
in complete confidence to Na- 
tional Underwriter Box A-73, 
175 W. Jackson Blvd., Chi- 


cago 4, Illinois. 














ACTUARIAL OPPORTUNITY 
OLD established medium sized eastern 
company doing both ordinary and weekly 
premium has an immediate opening for a 
young man who has passed at least 3 
examinations of the Society of Actuaries. 
We offer an exceptional opportunity with 
an unlimited future. Starting salary be- 
tween $6,000 and $7,000 per year depend- 
ing upon qualifications. All applications 
will be held in confidence. Give full details 
by letter, including a recent photograph. 
Address NY-19, The National Underwriter 
Co., 99 John Street, New York 38, New 
York. 











Position with unusual opportunities open for 


DIRECTOR OF AGENCIES 
with recently organized Indiana life company 
(not combination). Salary and incentive plan 
aggregating up to $15,000 per annum. Box A-57, 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 











SUPERVISOR WANTED 
Established Life Agency in Los Angeles needs 
Supervisor. Preference given to young man de- 
siring training for own General Agency. Start- 
ing salary $4,800.00 plus bonus. Earnings should 
exceed $7,500.00 per year. Write Howard E. 
Nevonen, General Agent, Washington National 
pengresee® Co., 3580 Wilshire Blvd., Los Angeles 
. Calif. 





ACCOUNTANT— 
COMPTROLLER 


RAPIDLY-GROWING LIFE AND 
A&H COMPANY REQUIRES EX- 
PERIENCED HOME OFFICE AC- 
COUNTANT WITH EXECUTIVE 
AND ADMINISTRATIVE ABILITY. 
MUST BE ABLE TO PREPARE AN- 
NUAL STATEMENT BLANK, SET 
UP ACCOUNTING PROCEDURES 
AND HOME OFFICE RECORDS 
AND ACCOUNTING SYSTEMS. 
AGE 30 TO 45. GOOD SALARY 
WITH OPPORTUNITY TO AD- 
VANCE TO OFFICERSHIP OF 
COMPANY WITHIN 2 TO 3 
YEARS DEPENDING ON PROVEN 
ABILITY. CITY WITH POPULA- 
TION OF ABOUT 200,000. CLI- 
MATE MILD YEAR-ROUND COM- 
PARABLE TO SOUTHERN CALI- 
FORNIA. WRITE COMPLETE 
EXPERIENCE BACKGROUND. EN- 
CLOSE RECENT SNAPSHOT. ALL 
REPLIES COMPLETELY CONFI- 
DENTIAL. ADDRESS YOUR REPLY 
TO NATIONAL UNDERWRITER 
BOX A-72, 175 W. JACKSON 
BLVD., CHICAGO 4, ILLINOIS. 














_— 
settlement of the estate and the pay. 
ment of taxes. Again, it may be im. 
perative that new capital or additiona) 
capital be paid into the business gy, 
the estate at the time of death to sta. 
bilize the business during the trangj- 
tional period which may follow the 
owner’s death. Furthermore, it may 
be essential to provide a means under 
the estate plan for the payment of jp. 
come to family members should the 
business be unable to produce profits 
for temporary period.” 

Pointing out that great care should 


ance with the general estate in such a 
way that the advantages of the insur. 
ance will be available to the executor 
at the time of death, Mr. McKenney 
said: “Experience has revealed many 
horrible examples of the unfortunate 
results which occur when insurance jg 
purchased in order to acquire a busi. 
ness interest or for providing the es. 


tate with liquidity but is made payable | 


to one or more beneficiaries under the 
options. In such a case, the insurance 
is not available to the executor, cred. 
itors may object, tax advantages may 
be lost or it may not be used for its 
intended purpose. 

“In view of the fact that the amount 
of liquidity which will be required 
for the settlement of an estate when 
a business interest is to be retained is 
usually uncertain, the life insurance 
trust offers a very practical and con- 
venient solution for this problem. In- 
surance which is carried for liquidity 
purposes can be paid to such a trust 
at the time of death, and under its 
terms, the trustee can be directed 
either to lend money to the executor 
or to purchase assets from the estate, 
In either case, funds are made avail- 
able to the executor, and the estate 
can be settled with facility and with 
a minimum of delay. Any funds not 
needed for settling the estate can re- 
main in the life insurance trust for 
family protection. Such a trust can 
contain identical provisions with the 
trust under the will so that the two 
may be administered on a parallel 
basis, or if permitted under state law, 
the executor may be directed to dis- 
tribute the rest and residue of the es- 
tate to the trustee under the insurance 
trust so that thereafter only one trust 
will be in existence.” 

The program for the second day in- 
cluded both a morning and an eve- 
ning session and was devoted to a 
round table discussion of the revenue 
act of 1954. Provisions of the act and 
the sales opportunities presented to 
the life insurance man were thorough- 
ly covered. Discussion leaders were 
Mr. Starr as chairman, Daton Gilbert, 
2nd vice-president and actuary; Paul 
A. Hoeffer, assistant counsel, and 
Ralph J. Chittick, attorney. 

In a stimulating talk on the last day 
of the meeting on the sales opportuni- 
ties for life insurance, Arno H. John- 
son, vice-president and director of re- 
search for the J. Walter Thompson ad- 
vertising agency of New York City, 
indicated that American families need 
at least 65% more life insurance than 
they own today. His estimate is based 
on the life insurance premiums paid 
by each income group in 1941. Today, 
because of higher incomes and large? 
population, families in similar income 
circumstances could pay premiums of 
$8.7 billion in 1954. 

Mr. Johnson feels that the real op- 
portunities for further growth of life 
insurance have been obscured by the 
very substantial growth of life insur- 
ance and by the effects of inflation. 

“In terms of ‘real’ dollars (corrected 
for inflation) life insurance in force 
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and total assets in 1953 were approxi- 
mately 40% above the 1939 level. In 

trast with this 40% increase, our 
vel of national production was 108% 
pove 1939, our purchasing power or 
jisposable personal income, after taxes, 
yas 84% greater, and our standard 
of living, as measured by total per- 
gnal consumption was 76% greater. 
The amount being put aside in per- 
sonal savings was 259% greater—all 
easured in ‘real’ dollars after taking 
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‘ out the influence of inflation.” 


His views as an economist are en- 


guraging, for he believes that “we 
fe insur. | 
IN such a | 


QUALIFIED 


Ransom Strickland, Norfolk, is the 
youngest man in the Diamond 
Circle of top Pacific Mutual field 
leaders. 

“If there is any sure recipe for 
field achievement”, declares Ran- 
som, “t believe it’s in knowing 
from the start that you’re condi- 
tioned to make the grade. 

“Pacific Mutual’s Pre-Induction 
Tests showed | could succeed. So 
j always know that my investments 
in study and hard work will pay off. 
| never need to wonder whether 
I'm in the right business!" 


Mutual 


LIFE INSURANCE COMPANY 
HOME OFFICE: LOS ANGELES, CALIF. 
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do not need to have any sustained 
downswing in our economy just be- 
cause defense needs are less or because 
inflation pressures have abated—these 
are favorable rather than unfavorable 
factors and can lead to new levels of 
prosperity. But the attainment of new 
levels of prosperity will depend large- 
ly on our recognition that expanding 
consumption through mass movements 
to better living standards is the key 
to keeping our production and em- 
ployment high—and is the key also to 
a strong defense and a balanced budg- 
et.” 

Mr. Johnson anticipates a 10% in- 
crease in sales of consumer goods and 
services and hence in the standard of 
living within the next 1% years. Fur- 
thermore, he believes there is the op- 
portunity for a one-third higher stand- 
ard of living by 1960. 

However, Mr. Johnson believes that 
aggressive selling and advertising is 
needed to bring consumption up to 
productive ability. 

“The high level of consumer pur- 
chasing power and consumer savings 
is further indicated by the continued 
low redemption of matured savings 
bonds. In the first six months of 1954, 
$3,061,000,000 of ‘E’ bonds matured. 
Only $810,000,000 or 26% were cashed 
in. The other 74% was reinvested by 
being allowed to continue.” 

An important shift has taken place 
in the character of average family 
purchasing power, Mr. Johnson said. 
“In 1940 when our total disposable per- 
sonal income after taxes was $75.7 
billion our population used $49.2 bil- 
lion of this for basic living costs, the 
necessities of food, clothing, and shel- 
ter—the remaining $26.5 billion or 35% 
was available for all other items ma- 
king up the 1940 standard of living or 
savings; $3.7 billion represented per- 
sonal savings in 1940.” 

But disposable personal income in 
1954 is at the annual rate of $252 bil- 
lion and the consuming public has 
$138 billion of discretionary buying 
power. In 1954 savings of $20 billion 
represents 14% of the greatly expand- 
ed discretionary power of $138 billion. 
In 1940 life insurance premiums of 
$3.9 billion represented 14144% of dis- 
cretionary spending power while in 
1954 this percentage dropped to 844%. 

Mr. Johnson, therefore, feels that 
even after high taxes and inflation 
people have the discretionary spending 
power to own much more life insur- 
ance than they now have. 

Today there are 34.7 million families 
with annual incomes over $3,000 com- 
pared to 5.7 million families in 1941. 

These families are a fine market for 
life insurance not only because of their 
income but also because they are 
young. Over half of the families were 
formed within the last 10 years. 

Mr. Johnson pointed to several other 
reasons why today’s families are bet- 
ter prospects for life insurance, among 
them being the fact that there are 
more children per family and that the 
proportion of home owners has in- 
creased. 





Kirchberg Is Brokerage Manager 

A. Jerry Kirchberg, Jr., has been 
named Loop brokerage manager of 
the J. Gordon Michaels agency of 
Continental Assurance, Chicago. Mr. 
Kirchberg has had more than four 
years of life insurance experience both 
in the field and in a supervisory capac- 
ity. Most recently he was brokerage 
manager for the Robert J. Murphy & 
Assoiciates agency of Prudential, 
Chicago. 


e Fidelity Life of Illinois and Mid- 
West Life of Nebraska have been li- 
censed in Ohio. 





“All men are endowed with certain inalienable rights. . . 


life, liberty, and the pursuit of happiness.” 


JEFFERSON’S wise thinking, spurs into action 
the man eagerly looking for a profitable achieve- 
ment of future happiness. If you are a man like 
this and capable of general agent responsibility— 
National Reserve Life offers you real opportunity. 
In the rich region west of the Mississippi, our one 
hundred and fifty-five million dollar company is 
currently moving forward in a dynamic expansion 
campaign. Correspondence and exchange of infor- 
mation will be held in mutual confidence. Be wise 
—send now for complete information without 
obligation, to help you achieve success in, “life, 


liberty, and the pursuit of happiness!” 


Write W. E. Moore, Agcy. V.P., Agcy. Hq., Topeka an 
S. H. Witmer, Chm. of the Board. H. O. Chapman, Pres. gine 
























































APG} NATIONAL RESERVE [REESs 
J ‘Sy LIFE INSURANCE COMPANY 





o> trong as the Strongest - Enduring as Rushmore 








Pertinent Statistics 





JULY 1, 1954 


Insurance In Force..................-Over $793,000,000 
Ledger Assets.....................-Over $179,000,000 
Benefits Paid Since Organization. ....Over $ 79,000,000 
Certificates In Force................. Over 487,000 


Aid Association for Lutherans 
Legal Reserve Fraternal Life Insurance 


Home Office: Appleton, Wisconsin 
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Eyes Misrepresentation in A&H Field 
and Effect of New Uniform Provisions 


Representation as distinguished from 
misrepresentation in accident and 
sickness policies was discussed by 
Theodore J. Fraizer of the Lincoln, 
Nebr. law firm of Fraizer & Fraizer 
at the insurance section of the Ameri- 
can Bar Assn. in Chicago. He empha- 
sized the effect of the new policy pro- 
visions law, which has been enacted 
or will be in use in 44 states and the 


CLU. 


spells 
sales 
success 








as demonstrated by one of 
Etna Life's leading leaders, 


Harold A. Aubry, C.L.U., 
Toledo 


ee 

Che big insurance buyer — 
doctor, attorney, accountant, 
business executive — recognizes 
the C.L.U. designation as the seal 
of the select in the life insurance 
business. Being a Chartered Life 
Underwriter has meant invaluable 
prestige to me, and I believe that 
prestige and big production are 
closely related. 9 


Harold A, Aubry, C.L.U, 
Etna Life Insurance Compan 
Toledo 





Hartford, Conn. 





District of Columbia. It will become 
mandatory in all states where enacted 
by Jan. 1, 1957 at the latest, and many 
insurers currently are issuing their 
policies with these new clauses. 

At present, Minnesota, Missouri, 
Oklahoma and West Virginia are the 
only states which do not have the new 
law or permit its use under admin- 
istrative regulation. He said he had 
found no case in which has been con- 
sidered the time limit on certain 
defenses in A&S policies as set forth 
in the new provisions. Those who have 
helped develop the new uniform pro- 
visions believe the one dealing with 
time limit on certain defenses intro- 
duces a new principle in A&S insur- 
ance by guaranteeing to insured that 
if the policy has been in force for 
three (or two) years, no claim will be 
denied on the basis of misstatement 
in the application or on the contention 
that any infirmity existed prior to the 
date of policy issue. This does not 
exclude the defense of fraud. The pro- 
vision is not as all inclusive as the 
incontestable clause which has been a 
common provision in life policies for 
many years, he said. In certain non- 
cancellable A&S policies the time 
limit provision may be found to carry 
the title of incontestable. 

Attorneys for insured and those rep- 
resenting companies writing A&H 
insurance will no doubt find these 
new provisions saving many misun- 
derstandings between insured and 
company and also helping to solve the 
problem of the agent being alleged to 
have recorded incorrect answers. 

Mr. Fraizer noted that most insur- 
ance is promoted and sold by agents 
who verbally described the policy 
benefits, terms, exceptions and con- 
ditions. The applicant seldom sees the 
policy prior to issuance. The policy 
being in writing, evidence of an agent’s 
misrepresentation of its contents and 
coverage is not admissable. However, 
he noted that in a significant life case 
the Kansas court found sufficient 
fraud in the agent’s representations 
to void the written contract and direct 
a return of premium to insured. 

May advertising be evidence of mis- 
representing the actual terms and con- 
ditions of a policy? The question has 


never been directly presented, but a 
brochure or pamphlet advertising an 
insurer and its policies and service 
and containing a blank application was 
held to be properly admitted in evi- 
dence to show that insured had deal- 
ings with the company. 

It is common for the application to 
be filled out by the agent who asks 
questions and records the answers. In 
certain instances insured alleges he 
correctly and fully answered the ques- 
tions but the agent recorded them 
incorrectly. Where the application con- 
tains no limitation of the agent’s 
authority it is generally held that the 
agent is representing the company 
and thereby the company has con- 
structive notice of all answers and 
statements made by the applicant to 
the agent. When insurance is procured 
through a broker, it must be deter- 
mined which party the broker repre- 
sents before it can be determined 
whether or not the company had 
notice. 

An applicant may not know he has a 
disease or condition which may affect 
his health within a short time. The 
common law rule that all answers are 
deemed warranties has been ammend- 
ed by statute in most states so they 
will be considered only representa- 
tions. Insured has been further pro- 
tected from misstatements found in 
an application being used in defense 
of their claim by reference to required 
standard provision No. 2 or the new 
uniform provision No. 1 in which it is 
provided that no statement made by 
the applicant for insurance not in- 
cluded in the policy shall avoid the 
policy or be used in any legal pro- 
ceeding thereunder. 

Mr. Fraizer noted it is a practice of 
companies writing A&S to attach 
copies of the application to commercial 
policies and constitute them part of 
the contract but to allow their indus- 
trial policies to stand on the terms of 
the contract without the applicaion 
being attached or forming a part of 
the agreement. The literal wording and 
general interpretation of standard 
provision No. 2 and uniform provision 
No. 1 would eliminate the application 
for an industrial policy for considera- 
tion or as an item of evidence in an 
action on such a policy. An infringe- 
ment upon this general interpretation 
was found in a recent case where it 
was held the statements contained in 








In Scottish history the word “association” implied the same meaning as 
“company” and designated a group of people banded together for their 
own protection at the lowest individual cost. 


This mutual security was the aim of the founders of Confederation Life. 
So 83 years ago, when they formed their company, they called it 
“Confederation Life Association”. 


Now one of the oldest insurance companies in North America, Confederation Life has 
over one and a quarter billion dollars of life insurance in force! 


OFFICES IN: 
Detroit Lansing Pontiac On 
Midland Flint Grand Rapids 
Cleveland Elyria Canton HEAD OFFICE 
Columbus Philadelphia 


ederation Li 


ASSOCIATION 


TORONTO, CANADA 
FOUNDED 1871 
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the application, which was not ate 
tached to or made a part of the poli 
could be considered on the question of 
fraud in the procuring of insurance 
but could not be considered for the 
purpose of avoiding liability under the 
terms of the contract. This seems to 
circumvent the question of misrepre. 
sentation by permitting inquiry int, 
sentation by permitting inquiry into 
the existence of fraud in the inception 
of the policy. 

Purpose of the application is to elicit 
specific information concerning the 
potential insured. In one case of jp. 
sured who was stabbed to death, the 
insured denied liability on the ground 


insured failed to disclose he had an | vary, D 


alias, had been involved in a criming} 
action, and had served a prison sen. 


tence. There were misrepresentations 
about habits. The court found the yt. | 


most good faith is required of insureg 
because the company takes a risk 
largely on representations of ins 
and there may be misrepresentations 
by concealment. 

e -_ * 

Medical and health questions offer 
the most chance for litigation involy. 
ing misrepresentations. When a physi- 
cian is periodically consulted, is one 
under his care? In a case involving a 
questionable spot on the lungs and 
periodic consultations with a doctor, 
the court held that a reasonable man 
could take the view that periodic pre- 
cautionary checkups every six months 
at which no medication was given, no 
treatment prescribed, and no advice 
given save a cautionary admonition 
that it would be well to return in six 
months, contained no _ elements of 
care and were solely examinations. 

Perhaps insured completely fails to 
reveal his past history of medical 
treatment or consultation, though the 
application calls for such information. 
Under these circumstances, and if his 
claim for disability or indemnification 
were hospital expenses due to a cause 
entirely foreign to his earlier sick- 
nesses, he may still recover under the 
policy. 

Many cases where misrepresenta- 
tions are alleged indicate insured may 
have given truthful and complete an- 
swers but the agent failed to make an 
accurate record. If the application is 
attached to and made a part of the 
policy contract, does insured have the 
duty of inspecting the policy and at- 
tached application and giving notice of 
false answers? Courts are quite liberal 
in this feature because they recognize 
that a policy is seldom examined when 
received. Recently a court decided that 
when false answers are inserted by the 
agent, insured applicant is excused 
from reading the application at the 
time it is executed. Thereafter there 
is no duty on insured to examine the 
application after the policy is issued. 
The company would have to show ac- 
tual knowledge of the false answers 
after delivery of the policy to show 
such fraud on the part of insured a 
would void the contract. 

Most situations concerning prior im- 
pairments of health or physical con- 
ditions existing at the time the insur- 
ance is being sold and put into effect 
manifest themselves in the application 
and representations therein. Closely 
akin to this matter are the a 
terms of the contract governing the 
commencement of an illness for which 
benefits will be paid. It may be that 
insured had a latent condition which 
never caused trouble or disability, 
but after the policy became effective 
the condition became patent and was 
considered to have arisen or com- 
menced under the policy coveragé 
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rells Managers How to 


Get Items in Trade Press 
(CONTINUED FROM PAGE 2) 
however, it is still a good idea to send 
a picture with every story which rea- 
gonably supports one. Just remember 
that, as with the story, there is no 
guarantee the editor will use the pic- 


Some home offices make the cuts 
and send them to the papers. Trade 


‘ edi reatly appreciate any hel 
is to elicit editors g y app y p 


with expenses but usually prefer that 
you do not make cuts. If you want to 
give newsworthy pictures a_ better 
chance of appearing, send along an 
guthorization to bill if used. (Prices 
yary, but a 2x2 inch cut, 100 screen 
on zinc, is seldom more than $4.) This 
way nobody’s money is wasted if the 
picture cannot be used. If the editor 
does use it he is able to make the cut 
just the size and way he wants. 

When a picture does not appear there 
is usually a logical reason. Perhaps it 
is because of conditions similar to 
those described by one editor: “We 
are deluged with pictures. Some com- 
panies send as many as 10 of them in 
one mail. Few send cuts or offer to 
pay for cuts if pictures are used. They 
regard it as the special duty of an in- 
surance paper to print cuts of all peo- 
ple being advanced. Recently one com- 
pany advanced 19 men in one opera- 
tion.” 

“The trouble with many releases,” 
one editor says, “is that they are writ- 
ten, quite understandably, to brag up 
the agency or agent. This is all right 
with us but the sender often fails to 
make the man or his achievements at 
all interesting. Even when the writer 
says something specific, it is often 
meaningless, like “exceeded his quota 
by 124% or topped last year by 18%. 
These are like the ads that say Mother 
Fletcher’s pies are ‘better.’ Better than 
what?” 

Another editor sums it up this way: 
“What is wrong with a large percent- 
age of insurance releases is that they 
are written from the agent’s or agen- 
cy’s viewpoint with apparently little 
grasp of what the editor is likely to 
think will be interesting to other read- 
ers outside of that particularly agen- 


Most editors who emphasize news 
items (as opposed to feature articles) 
agree they want items on achievements 
of agencies and their members. But, 
as one editor expresses it, “on a far 
more limited basis than many man- 
agers realize.” Thus one paper limits 
agency achievement items to the com- 
pany’s top agency, or at most, to the 
top three agencies. Even this rule may 
g0 by the boards if the company’s 
scale of operations is so limited that 
comparatively few readers would be 
interested. 


_Lack of space is a frequent limita- 
tion and editors are quick to remind 
contributors that “newspaper columns 
are not made of India rubber.” One 
editor states bluntly his major objec” 
tion to most releases he gets: “They are 
too long.” 

Despite the fact that trade editors 
Tecelve more material for each issue 
than they can print, they will usually 
devote brief space (maybe just a few 
lines of type) to a large class of agen- 
cy news items. Scan the columns of 
many insurance papers and note the 
short items on a new agency location, 
the appointment of a supervisor, or 
other similar agency news. One editor 
explains: “We always use these when 
Wwe get them but we don’t make any 
effort to go after them.” 


Since all contributions must com- 
pete with other news on hand, the 
story which is printed during the light 
summer months might not make the 
grade during the week of the NALU 
convention. 

It is also obvious that the more news 
items each agency sends to the trade 
papers the greater the competition for 
space. Editors must look at the big 
picture and often when they reject a 
particular type of item it is because 
they fear they may open the flood- 
gates. 

One editor says: “What we would not 
care about is for each agency to send 
us a story on its man-of-the-year or 
top-ranking agent. You could readily 
see where this would lead.” 

Another editor whose circulation 
centers around one large city says: 
“We have to be alert not to print 
something which will irritate other 
agencies that may not be getting a 
play in the press. At the same time we 
cannot neglect real news.” 


Reading the trade press, you may 
sometimes sense a lack of consistency 
in the quality of news printed. This 
lack does often exist and there’s a 
good reason for it. Rarely does a paper 
have just the right amount of news to 
fill the space available. Because of the 
way these publications are assembled, 
pages must be added or subtracted in 
even fours. Thus when an editor has 
just enough legitimate news to fill 22 
pages, he must make the choice of 
stretching out to 24, or cutting back to 
20. If he expands, he lets in a certain 
amount of poor quality items that or- 
dinarily would not make the grade. If 
he cuts back to 20 pages, he squeezes 
out some good quality material. 

One editor puts it this way: “Some- 
times a manager offers us an item 
and is irked when we don’t run it. 
His feeling—he has seen us print a 
lot poorer stuff. Sure we did, but not 
by choice.” 

While here the emphasis has been 
on news reporting, it is essential that 
the agency head does not overlook the 
magazines devoted primarily to ar- 
ticles by successful producers or man- 
agers on how-to-do-it aspects of their 
jobs. These magazines offer good op- 
portunities for members of your agency 
to break into print and become well 
known throughout the entire life in- 
surance business. 


Editors cannot possibly smoke out 
all contributions. They will welcome 
articles you may be able to furnish. 
And if you’re not sure about an idea 
for an article, check it with one of the 
trade editors. He will be glad to help 
and will tell you frankly whether or 
not it can fit into his publication. 

While the contributor has no guaran- 
tee his article will be accepted, there 
are several ways he can put the odds 
in his favor. For example: 

Be familiar with the magazine you 
are writing for. Ascertain who the 
readers are—managers? agents? CLUs? 
Then write directly to your audience. 

Pick a subject of interest to the 
majority of readers. 

Try to include helpful ideas or 
methods. Avoid rehashing material 
readers are already familiar with. If 
there is a pertinent idea which has 
worked for you, describe it. Tell how 
you use it. Give results. Be specific. 

Know the “point” of your article 
and consistently work toward it. 

If your material is simply theoretical 
and inspirational, perhaps it is best 
saved for a speech. 

But, you say, no one in this agency 
is a professional writer. This is no 
problem, advises the editor of a lead- 


ing management magazine. With his 
contributors he stresses idea-content. A 
poorly written article containing some 
solid ideas is better than a “slick 
piece” which says little. Remember 
that most editors agree “literary genius 
is not required in submitting articles.” 

Why do some men always seem to be 
quoted in the trade press? Likely the 
reason is that these men have learned 
what it takes. Speeches they make 
may be 95% hot air, but they always 
manage to work in a few of the com- 
ments no editor can resist quoting. 

In reporting a speech, trade editors 
are unanimous that “we would much 
rather give space to the utterances of 
a person who has something to say 
than to engage in the discouraging task 
of reporting speeches by gentlemen 
who apparently only want to talk.” 


The editor of a leading journal ex- 
plains it this way: “It is surprising how 
many speakers who are capable of 
sweeping audiences off their feet fail 
to say anything that will look like a 
worthwhile news item to an editor 
who pretends to any degree of dis- 
crimination ...The idea content is al- 
most nil, but who cares about idea 
content when a speaker can bring an 
audience cheering to its feet as he 
climaxes an orgy of emotionalism with 
a stirring bit of verse from one of the 
sounder poets? Now while this kind of 
thing sounds good, it shore don’t read 
good. If our speaker had only interpo- 
lated, toward the front of his speech 
before he had worked up a full head 
of steam, something in the way of an 
opinion, or a viewpoint, a conclusion, a 
warning, or even a dire prediction, he 
would have guaranteed himself a de- 
cent write-up in the trade press and 
maybe the local newspapers besides... 
Even some pretty technical talks can 
be insured a good press if the speaker 
only has the forethought to put in 
something that the gentlemen of the 
press can latch on to. That this some- 
thing is brief is no drawback, for a 
direct quotation of even a very few 
minutes of speaking occupies a sizable 
amount of print, probably as much as 
the reporter could give the speaker for 
his entire talk anyway...” 

Perhaps the best way to build good 
relations with a man is to do him a 
favor. The way to do an editor a favor 
is to lead him to a good story, even 
though this story has nothing to do 
with you. The editor is going to be ap- 
preciative. Being human, he is likely 
to treat your future contributions with 
increased consideration. 





IWO Reinsurance Complete 


NEW YORK—Reinsurance of the 
business of International Workers Or- 
er by Continental Assurance, announc- 
ed some months ago by the New York 
department as IWO liquidator, has 
been officially effected. Continental 
was asked by Superintendent Bohling- 
er of New York to reinsure the fra- 
ternal, after its liquidation by the de- 
partment was upheld by the U. S. Su- 
preme Court on the ground that IWO 
was a communist front organization. 
Under the reinsurance agreement cer- 
tificateholders will have the privilege 
of continuing their life and A&H in- 
surance or of presenting a claim to the 
liquidator for an equitable share in the 
society’s surplus assets. 





Bell Listed for 4 Sept. Meets 


Hugh Bell, Equitable of Iowa agent 
at Seattle and author of books and ar- 
ticles on selling, in addition to appear- 
ing. on the general agents and man- 
agers conference program at the NALU 
meeting at Boston will speak in New- 
ark, Sept. 16; ‘Chicago, Sept. 27, and 
Fort Wayne, Sept. 28. 


Floyd Gish, B. C. McQuirk 
Named by Gibraltar Life 


Gibraltar Life has named Floyd Gish 
general agent at Dallas and Bernard 
C. McQuirk supervisor of new agent 
training. ; 

For 11 years Mr. Gish was with Vol- 
unteer State Life at Dallas as an agent 
and general agent, and for the past 18 
months has been vice-president and 
agency director of another Dallas life 
company. 

Formerly with Connecticut Mutual 
at Dallas, Mr. McQuirk before that 
was with the Prudential at Wichita 
Falls and Fort Worth. 


West Coast Life Leaders 
Meet; McKelvey President 


By writing nearly a million of new 
business on more than 50 lives, Har- 
old McKelvey, Spokane, becomes 
president of the West Coast Life 
Leaders’ Club and will preside at the 
club convention to be held Sept. 6-10 
at Lake Tohoe, Cal. About 150 pro- 
ducers and company officials, and 
their wives, will attend. 

Mr. McKelvey has been a West 
Coast Life manager since 1951. Other 
officers are Robert Woo, San Fran- 
cisco, 1st vice-president; James Lee, 
Portland, 2nd vice-president, Bruce 
Waugh (deceased), Tacoma, 3rd vice- 
president, and S. Thomas Liu, Oakland, 
4th vice-president. 


N. E. Mutual Fills N. M. Post 


Robert F. Rich- 
ter has been ap- 
pointed manager 








for New England 
Mutual in Albu- 
querque. He has 


had charge of the 
district office in 
Tucson since his 
arrival in the 
southwest in 1952. 
He started in in- 
surance in 1946 in 
Reading, Pa., as a 
partner in the 
Richter & Richter 
general insurance 
agency, after which he developed a 
district agency in Reading for Con- 
necticut Mutual. He is an air force 
veteran. 





Robert F. Richter 





Occidental Cuts Air Rates 


Occidental of California has re- 
duced extra premiums for some civi- 
lian aviation coverages when no un- 
usual hazard is apparent. 

Extra premiums for pilots and 
crew members of regularly scheduled 
U. S. and Canadian passenger airlines 
have been reduced from $3 to $2.50 
per $1,000 and non-commercial pilots 
from $5 to $3.75. The latter group in- 
cludes student and private pilots with 
less than 100 hours solo experience, 
who were formerly charged $10 per 
$1,000 for one year and $5 thereafter. 


Equitable, Ia., Alters Cover 


Equitable of Iowa has increased its 
non-medical limits as follows: Ages 0- 
5, $5,000 ($7,500 until examined) ; ages 
6-30, $10.000; ages 31-35, $7,500 ($10,- 
000 until examined); ages 36-40, $5,- 
000 ($7,500 until examined). 

All plans except five-year term 
and 10-year term and policies with 
income disability benefits are consid- 
ered non-medically. 








Brokerage Post to Falkstein 

Frank B. Falkstein has been named 
manager of Prudential’s southwest- 
ern home office brokerage agency at 
Houston. He succeeds Charles D. Ste- 


been. in insurance 
25 years and went. with Prudential in 
1946, advancing to manager at San 
Antonio. 
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List International 
Claim Assn. Speakers 


First-day speakers at the Interna- 
tional Claim Assn. annual meeting at 
Portsmouth, N. H., Sept. 13-15 will in- 
clude Governor Gregg of New Hamp- 
shire, E. J. Bohne, Equitable Society, 
association president; Ralph R. Louns- 
bury, president of Bankers National 
Life and of American Life Convention, 
and Dr. Baldwin L. Keyes, professor 
of psychiatry, Jefferson Medical Col- 
lege, who will talk on the psychiatric 
approach to the handling of claims. 

Commissioner Knowlton of New 
Hampshire will give the only formal 
address the second day. The rest of 
the day, in response to an overwhelm- 
ing demand from the members, will 
be devoted exclusively to seminars. 
Daniel A. McCabe of Prudential will 
lead the life seminar, Howard Le Clair, 
Mutual Benefit H.&A., the one on A&H, 
and George Lane, Metropolitan Life, 
the group seminar. Seminars will run 
consecutively. 

Third-day speakers will be Dr. W. H. 
Scoins, chief medical director of Lin- 
coln National Life, who will speak on 
the relationship between the medical 
and claim departments, and Edward T. 
Welch, New York City attorney, will 
discuss the problem of suicide as it is 
affected by statutes and decisions in 
New York. There will be a clambake 
on the beach Sunday afternoon, Sept. 
12. 


Employe Benefit Plan 
Conference Oct. 21-22 


The annual conference of Council on 
Employe Benefit Plans will be held at 
the Hotel Commodore, New York City 
Oct. 21-22. The program, partially 
completed, includes talks on the guar- 
anteed annual wage by Russell Hub- 
bard of General Electric, cost of fringe 
benefits by Fred D. Lindsey, U. S. 
Chamber of Commerce, and the future 
of major medical and catstrophic in- 
surance benefits by Joseph W. Moran, 
New York Life, George C. Foust, Jr., 
of Towers, Perrin, Forster & Crosby, 
Philadelphia, and James Gillen of 
General Motors. 

Also, hospitalization and_ surgical 
benefits, insured or Blue Cross, by 
E. A. Van Steenwyck, executive di- 
rector of Associated Hospital Service 
of Philadelphia, and continuance of 
group insurance after retirement by 
Jay Lindower, Owens-Illinois Glass 
Co., preparation for retirement, Rob- 
ert K. Burns, University of Chicago, 
and how the pension trust dollar 
should be invested, by Charles W. 
Farnum, Bankers Trust Co., New York 
City. 

There will be open forums on re- 
tirement procedures, led by Dwight S. 
Sargent, Consolidated Edison Co. of 
New York, on supplementation of 
preventive medicine, led by Dr. John 
J. Pontas, medical director of Lever 
Brothers Co. 


Code Cures Unfair Tax on 


Posthumous Commissions 
(CONTINUED FROM PAGE 1) 
in the widow’s last return, with the 
next taker paying no income tax on 
the commissions as received.” 
Another section which Mr. Brun- 
strom discussed deals with the situa- 
tion of an employe who elects a joint 
and survivor annuity under a company 
pension plan. The internal revenue 
bureau has been holding in such situ- 
ations that the value of the survivor 
portion of the annuity constituted 


N. E. Mutual Changes 
Lite-Income Values 


New England Mutual has introduced 
a complete set of new policy forms in- 
corporating changes in its life income 
settlement options. The new option 
values are based on 242% of interest 
and the company’s mortality table, 
called the “106” table because it pro- 
duced expectations of life at all ages 
at least as great as 106% of expectan- 
cies by the unmodified 1937 standard 
annuity table. 

The new factors for monthly income 
for 10 years cetrain and life compaed 
with the old factors at various ages 
are: 

Males at age 50, formerly $4.50, now 


$4.27; age 60, formerly $5.61, now 
$5.48; age 70, formerly $7.07, now 
$6.99. Females at age 50, formerly 
$4.02, now $3.86; age 60, formerly 
$4.90, now $4.81; age 70, formerly 


$6.16, now $6.21. 

One effect of the change will be to 
increase the maturity values on most 
retirement income contracts. How- 
ever, gross premiums for retirement 
income policies maturing at ages 65 
and higher remain the same as for- 
merly and the adjustment in cost is 
made entirely through annual divi- 
dends. 

Equivalent changes have been made 
in the monthly incomes purchased by 
retirement annuity premiums. 

The company has also introduced, 
for use only in New York, an addition- 
al junior estate builder contract pro- 
viding a return of premium death 
benefit below age five. 








property and was subject to estate tax. 
However, this “present value” was 
used as the “consideration” for appli- 
cation of the 3% rule that applied to 
income tax on annuities prior to the 
new code’s enactment. 

The code provides that in qualified 
pension plans only the amount con- 
tributed by the employe shall be taken 
into account in computing estate tax. 
Whatever portion of the estate tax is 
attributable to the employe’s contribu- 
tions is prorated over the survivor’s 
life expectancy as a deduction in com- 
puting income tax. 

Mr. Brunstrom also discussed in con- 
siderable detail the other provisions of 
the law dealing with life insurance as- 
pects of the new code. 





Program Details Listed 
for GAMC Boston Meet 


(CONTINUED FROM PAGE 1) 
president Metropolitan Life; B. J. O’- 
Donnell John Hancock, Worcester, 
Mass., on “Securing the New Man”; 
George J. Mucey, Baltimore Life, 
Washington, Pa., “Pre-Debit Training”; 
Tom P. Henderson, Jr., National Life 
& Accident, Nashville, “Early Training 
and Supervision”; and Leonard T. 
Smith, Prudential, Providence, “Main- 
taining Success Through the First 
Year.” 

Splitting the group into concurrent 
combination and ordinary panels re- 
flects GAMC leaders’ desire to aug- 
ment in a specific way what the con- 
ference is doing for the combination 
manager. They have also urged that 
area management conferences hold 
similar concurrent panels. This idea is 
already being put into effect. 


John Hancock Course Ended 

The newly inaugurated study course 
in technical aspects of plan- 
ning given by the John cock gen- 
eral agency departments has been 
completed. Twenty-four men took the 
course. 





— 





Late News Bulletins... 


(CONTINUED FROM PAGE 1) 

delivers his report Wednesday morning and also will moderate a panel dis. 
cussion at the final general session. Participants are Henry F. Rood, vice. 
president and actuary Lincoln National Life; Travis T. Wallace, president Great 
American Reserve Life; Rolland E. Irish, president Union Mutual Life; G, p, 
Brooks, vice-president and treasurer National Life & Accident; Clarence |, 
Peterson, vice-president and general counsel Ohio State Life; Leigh Cruess, 
vice-president and chief actuary Mutual Life of New York. 


Guardian Fills Two Home Office Posts 








Guardian Life has promoted Earl W. Cryer, field training supervisor singe i 


March, 1953, to director of field training and has named John Walber as fielg 
training assistant to work with Mr. Cryer in administering the training pro. 
gram. Mr. Cryer entered life insurance in 1940 as a Mutual Benefit Life agent 
and was later field training assistant and assistant field training director. He 
is a CLU. Mr. Walber joins Guardian after three years as a life agent. He is 
an army veteran and a member of the New York bar. 


NALU-Mutual Fund Committee Meets in N. Y. 


The first meeting of the newly created joint committee representing Nationa] 


Assn. of Life Underwriters and mutual fund interests was held here this | 


week. The purpose of the meeting was to establish plans for developing a 
program to be sponsored jointly by NALU and the National Assn. of Invest. 
ment Companies. Chief aim of the joint effort is to increase mutual under- 
standing of the operations, objectives and services of the two businesses so 
that field representatives of each will be able to render better service to their 
clients. 

The initial meeting of the joint committee was devoted to outlining the 


subjects to be studied as part of the committee’s program. Representing NALU | 


at the meeting were David B. Fluegelman, Connecticut Mutual, New York 
City, immediate past president of NALU and chairman of its group committee; 
Wilfrid E. Jones, NALU director of public relations; Stanley J. Lonsdale, Ki- 
delity Mutual Life, Bridgeport, Conn.; Benjamin D. Salinger, Mutual Benefit 
Life, New York City, president of New York State Assn. of Life Underwriters; 
Lester O. Schriver, NALU managing director and Merle G. Summers, New 
England Mutual, Boston. Representing the investment companies were John 
M. Sheffey and Edward B. Burr, executive secretary and public relations di- 
rector respectively of National Assn. of Investment Companies, and five in- 
vestment company executives. 


Zurich Man Out for Commissioner Post in S. C. 


Robert A. Patterson, South Carolina claims manager for Zurich and Amer- 
ican Guarantee Liability, has announced his candidacy for the post of insur- 
ance commissioner to succeed D. D. Murphy who recently resigned to enter 
the insurance business. The post will be filled by the 1955 legislature, which 
convenes in January. 


Aetna Fire V-P to Head Conn. Credit Insurer 


Winslow H. Arnold, a former vice-president of Aetna Fire, has been elected 
president of the newly formed Credit Life of Hartford. The company will have 
an initial capital and surplus of about $300,000. It will specialize in consumer 
credit life insurance, concentrating at first on coverage through banks, loan 
companies, credit unions and installment houses. 


List Coming N.A.I.C. Meeting Dates 


Upcoming National Assn. of Insurance Commissioners meetings include 
those of the life blank instructions subcommittee Oct. 4-6 at Chicago, the 
uniform accounting subcommittee Oct. 7-8 at Chicago, and the zone 4 meeting 
Oct. 20-21 at Catarack hotel, Sioux Falls, S. D. The semi-annual meeting is 
set for Nov. 29-Dec. 3 in the Commodore hotel, New York City. 








ALBERT A. TOUSAW, assistant to 
the president of 
Sun Life of Can- 
ada, died in Mont- 
real. He had been 
in ill health for 
several months. 
Mr. Tousaw went 
with the company 
in 1922, becoming 
assistant actuary 
in 1934, advancing 
through the years 
to his most recent 
post. An associate 
of the Society of 
Actuaries, he was a well known figure, 
representing his company at numerous 


W. V. Courtney to W. Va. 


William V. Courtney has been nam- 
ed manager for 
New England Mu- 
tual in Parkers- 
burg, W. Va. He 
has been supervis- 
or in the Wash- 
ington, D. C,, 
agency. He is a 
graduate of Whar- 
ton school and en- 
tered insurance in 
1948. He qualified 
for the company’s 
leaders association 
his first year of 
business and be- 
came a supervisor 





A. A. Tousaw 








in 1951. National Assn. of Insurance Commis- 
——— sioner meetings. 








Continental American has appointed 
Israel Unterman general agent at 135 
Broadway, New York City. He is a 
CLU and an army veteran and was 
formerly an assistant manager for 
Home Life of New York. 


the assistant general counsel of Ameti- 
can Life Convention, was killed by 22 
automobile in front of his home in 
Elmhurst, Il., on his second birthday. 
The Bryans have four girls. 
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life insurance in force exceeds 


aan | $982,000,000.00 


Group 

Franchise 

Hospitalization 
Brokerage PLUS: One of the most advanced agents 
Reinsurance training programs in the nation .. . 


Supervised offices . . . Trained Group 
men to assist agents . . . An alert 
Underwriting and home office staff... 





Top commissions. 


REPUBLIC NATIONAL LIFE 
INSURANCE COMPANY 


Theo. P. Beasley, President Home Office, Dallas 

















OUTSTANDING POLICY 


CONTRACTS 
The Door Opener 


Knowing the importance to the agent, par- 
ticularly the new man, of gaining a foothold 
in the family, The Friendly Company has pre- 
sented The Family Plan policy, an unusual 
policy granting every benefit on either the 
Twenty Payment Life or Ordinary plan, to the 
members of the family in one policy. 


Another unsurpassed benefit presented by 
Peoples Life to her agents is the Adult Payor 
Insurance Benefit. 


Interested in a lifetime connection with a com- 














pany ever mindful of the needs of her field 
men? Contact Peoples Life. You will find it 
pays to be friendly with 


PEOPLES LIFE INSURANCE COMPANY 


“The Friendly Company” 
Frankfort, Indiana 
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HOME OFFICE: SACRAMENTO 























ANICO representatives are 
Anico’s best advertisements 


A. R. KELLOG 
Manager, Huntington Park, Calif. Dist. 

Coming to ANICO in Los Angeles in 1939 with no previous 
life insurance experience, A. R. Kellog was soon promoted 
to Staff Supervisor and in 1941 to Agency Organizer. His 
outstanding achievements merited further recognition and in 
1 was pr ted to ger of the Huntington Park 
District. Under his leadership the district has shown tre- 
mendous growth. 





* A working contract that permits outstanding earnings. 

* Policies that stand out in value against any competition. 

* A management philosophy that is based on the axiom that 
a company succeeds only when its agency force succeeds. 

*% The most modern and effective selling aid program that 
can be devised. 


For information without obligation 
address “Executive Vice-President” 


AMERICAN NATIONAL 


mwrance wypany 


W. L. MOODY, JR., PRESIDENT GALVESTON, TEXAS 





: lf you really want to save _but think 


99 


you can't — consider life insurance 
A message of encouragement 
to young family men 


by PAUL LEVINGER 


Executive Vice-President 
The Speidel Corporation 


“™ you often hear it said, ‘Thank 
goodness for my life insurance. 
I can’t seem to save any other way.’ 
As likely as not, the person who says 
this earns an adequate income and is 
anything but a spendthrift. 

“Why is it that life insurance, to so 
many men, seems the best way to 
accumulate savings? 

‘I think the principal reason is that 
life insurance, of all forms of savings, 
won’t take ‘No’ for an answer. We 
commit ourselves to a schedule of 
payments, This is important because 
in spite of the best intentions, we can 
always find a reason to spend the 
money we had planned to put aside. 


‘*For most of us, real security and a 
backlog of savings come only through 
enforced thrift—se/f-imposed. And it 
is always good to know that money 
saved through life insurance is never 
beyond reach, if the cash values 
built up should ever be needed.” 


WHY POLICYHOLDERS ARE SO LOYAL 
TO NORTHWESTERN MUTUAL 


HIS company is one of the six largest. 

It has more than 97 years’ experience 
and an outstanding reputation for low net 
cost insurance. 

This emphasizes that there are signifi- 
cant differences among life insurance com- 
panies. It is one reason why each year 
nearly half the life insurance issued by 
this company goes to those already in the 
Northwestern Mutual “family.” 

Have you reviewed your life insurance 
program within the last two years? You 
will find distinct advantages in calling 
upon the skill and understanding of a 
Northwestern Mutual agent. 


KARSH, OTTAWA 


A NORTHWESTERN MUTUAL POLICYHOLDER. Life insurance with this company is a large 
and basic part of Mr. Levinger’s persoval financial program. 


The NORTHWESTERN MUTUAL 2 Lrsurance Company 


MILWAUKEE. WISCONSIN 





APPEARING IN: TIME, SEPTEMBER 13 AND OCTOBER 11; IN NEWSWEEK, OCTOBER 25 AND NOVEMBER 22 








